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" The market for the Hunter Attic Fan is 
tremendous! Every home builder, every 




















home owner, is a prospect for this com- 
pact, powerful cooling unit. This modern 
fan can easily be installed in any home- 

even the ones with low pitched roofs. 
Comes in two sizes (9500 CFM and 7700 
CFM) with built-in shutter and switch. 
Easy to handle, easy to sell. Write for 
prices and new literature on Hunter Fans. 


HUNTER FAN & VENTILATING CO., INC. 
392 S. Front St., Memphis, Tenn.—Exclusive Fan Makers Since 1886 
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\ & FORESTALL the formation of destructive mildew 
by ventilating enclosures. 


Be EXTEND the LIFE of insulation and equipment 
i under adverse conditions. 
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Pe) MINIMIZE the danger of expensive shut-downs 
due to insulation or equipment failure. 


Paragraph 5015-C5 of the 1947 National Electrical Code states that’ 
“where there is a possibility that water or other condensed vapor may 
be trapped at any point in the raceway system, approved means shall 
be provided to prevent accumulation, or to permit periodic draining of 
such water or condensed vapor” 


Explosion-proof electrical enclosures cannot be vented in any of 
the usual ways because they must be kept flame-tight. | Crouse-Hinds’ 
explosion-proof Type ECD Breathers, Type ECD Drains, and Type EZD 
Drain Sealing Condulets meet the Code requirements and are listed 
by Underwriters Laboratories for such service. 


The Breathers are similar to the Drains but have metal hoods which 
make them water and dust shedding. Both have corrosion-resisting 
bodies with internal flame-tight (but not airtight or watertight) laby- 
rinths. They can be used freely without impairing the explosion-proof 
integrity of a conduit system, providing they are always installedina 
Condulet hub or other opening with five or more full threads engaged. 


In humid atmospheres, water condensation occurs in explosion- 
proof systems, especially where temperature changes are frequent. 
Accumulation of water in harmful quantities is common. Mildew, a 
bacterial growth, is often present. It attacks many insulations and 
will destroy them unless the cause is removed. In such humid atmos- 

pheres troubles of this nature can be avoided by the proper installation 
of Crouse-Hinds’ Breathers and Drains in conjunction with explosion- 
. proof Condulets*. 


Type ECD Drain Type ECD Breathers should be placed at the highest points and Drains at the 
Breather lowest points of all housings and conduit runs. Heat generated by the 

current flowing through conductors and electrical devices raises the 

CONDULETS with temperature of air within the conduit and housings. Breathers and 





























Crouse - Hinds Breathers Drains permit the resultant upward passage of the warmed air to re- 
and Drains can be in- move moisture and thoroughly ventilate the enclosures. This prevents 
stalled for ventilation the accumulation of water and removes moisture that may have 
throughout an_ entire collected under unusual conditions. 

xplosion- i ‘ , : ; 
aa Proof conduit This method is successfully used in many of the largest plants in the 


chemical and petroleum industries. Several years of field experience 
has demonstrated that the moisture is either entirely removed by 
ventilation, or so reduced that it is not harmful. 


These devices have also been successfully used in non-hazardous 
locations where condensation is troublesome. 








If you have a condensation problem, Crouse-Hinds Company will 
gladly assist in solving it. Write to 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


Offices: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit 
Houston — Indianapolis — Kansas City —Los Angeles — Milwaukee — Mi polis — New York 
Philadelphia — Pittsburgh — Portland, Ore. — San Francisco — Seattle — St. Louis — Washington. 
Resident Representatives: Albany — Atlanta — Baltimore — Charlotte —New Orleans — Richmond, Va. 
CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT. 


CONDULETS are made only by CROUSE-HINDS 
CONDULETS ° TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 


ELECTRICAL SOUTH is published monthly by W. R. C. Smith Publishing Co., Marietta, Ga., and Atlanta, Ga., U. S. A. 
Subscription rates, United States and Possessions, $1.00 for one year; Canada and Foreign Countries, $10.00 per year. 
Entered as second class matter at the Post Office, Marietta, Ga., under Act of March 3, 1879. 
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Yes, CURING-IN-LEAD is a big reason why 
TIREX Portable Cords and Cables stand up longer 
wherever rough usage is the order of the day. 

CURING-IN-LEAD adds extra toughness to 
an already tough Selenium Neoprene jacket so that 
crushing and twisting, dragging over rough sur- 
faces, pulling around sharp bends, and continua} 
reeling and unreeling all find it well-nigh impos- 
sible to mar the efficient performance of TIREX 
Cords and Cables. And Selenium Neoprene Armor, 
in addition, provides stout resistance to oils, 
grease, chemicals, heat, flame, sunlight and weather 
hazards. 

Doesn’t this complete protection suggest longer 
cord and cable life to you? ... That’s just what it 
means, and it is your assurance of low-cost trouble- 
free operation of all portable equipment from hand 
tools to heavy machinery. 

For a complete description of the CURED-IN- 
LEAD Process, and of other “plus” values that 
TIREX products feature, write us today for 
Folder 993. 





SABI CR I SIRO Re OE 


SIMPLEX-TIREX 














SIMPLEX WIRE & CABLE CO. 
79 Sidney Street 
Cambridge 39, Mass. 
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Sets 


FOR SAFETY'S SAKE... USE CONDUIT (Full Weight Rigid Steel) 





aw = ga TAA 
THE YOUNGSTOWN SHEET AND TUBE COMPANY ‘Sore Ofces — Younsstewe 2, Ohio 


Manufacturers of Carbon, Alloy and Yoloy Steel Export Office -500 Fifth Avenue, New York | 







CONDUIT - PIPE AND TUBULAR PRODUCTS - BARS - RODS - COLD FINISHED CARBON AND ALLOY BARS - 


SHEETS - PLATES - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RAILROAD TRACK SPIKES. 
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Slotted BullDog Universal Trol-E-Duct both supports and 
supplies current to these fluorescent lighting fixtures. BullDog 
manufactures Vacu-Break Safety Switches * SafToFuse Panel- 
boards * Superba and Rocker Type Panelboards * Switch- 
boards * Circuit Master Breakers * “Lo-X" Feeder BUStribution 
Duct * “Plug-In” BUStribution Duct * Universal Trol-E-Duct 
for flexible lighting * Industrial Trol-E-Duct for portable 
tools, cranes, hoists. 





Spot your lighting with a slot 


IRED of rewiring the whole plant every time you 
move or add a lighting fixture? 


Let the continuous outlet slot of BullDog Universal 
Trol-E-Duct spot your lighting fixtures where you 


want them. 


Universal Trol-E-Duct gives truly flexible lighting. 
Trol-E-Duct’s slot makes it possible to add, remove or 


change lighting fixtures at will... 


without rewiring. 


Twist-out plugs or trolleys tap current from the 
slotted opening which runs the full length of the 


for a mobile light source, use a 
trolley outlet. Easily inserted at a 
Trolley Entrance Coupling. Metal 
wheels roll smoothly astride duct 
slot. Contacts are in constant touch 
with bus bars as trolley moves. 








Inserting a twist-out plug in Uni- 
versal Trol-E-Duct is easy! Simply 
insert plug contacts in slotted 
opening of duct and give plug a 


quarter-turn. “L" supports lock 
plug firmly in place. 
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Trol-E-Duct. They can be quickly attached or 
removed without disconnecting the current. 


Prefabricated and standardized, Universal Trol-E- 
Duct is made in lengths from one to ten feet. It can 
be dismantled and reinstalled at any time, without 
scrapping a single part. Systems can be easily ex- 
panded by adding standard sections and fittings. 
Capacity: 50 Amps., 250 Volts, Single Phase. 


Call in your BullDog Field Engineer for more infor- 
mation on this modern lighting system. He will be 
glad to show you a typical installation nearby. 


BullDog Field Engineers welcome the opportunity 
to sit in with you during the early planning stages 
of a building project. Their knowledge of electrical 
distribution layout can mean savings in installation 
costs, as well as efficiency and reliability in actual 
operation. Why not take advantage of this service? 


BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN * FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 





HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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WATCH THE NEW .. 
WESTINGHOUSE 








Here’s a totally new kind of sun lamp. . 
that offers you a new sales opportunity 
had in years! Here’s why: 


.a fluorescent sun lamp 
. the kind you haven't 


For the first time it’s practical to provide indoor sunshine for a 
whole room—for people at work or play; thus this lamp is perfect 
for schools, offices, factories, homes, and amusement and recreation 
areas where everyone can now get a full measure of ultraviolet. 
That's a big-volume market! In addition, there’s a huge market 
for this lamp in homes and private offices because it is ideal for 
quick individual sun tanning. High-intensity, coo/ exposures pro- 
duce a real tan in a short time. The lamp has five times the efficiency 


and four times the life of the conventional sun lamp. And it costs 
less to buy and less to run! 


It’s an easy lamp to merchandise, too. There’s nothing complicated 
about it. It’s like any regular fluorescent lamp except that it pro- 
duces ultraviolet light instead of light for seeing. 
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Bulb length Price 
24 inches $4.50 
18 inches $7.00 






Mail the 
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The Ti _ : 
(AMEE, _ 
TO RIDETHE ff 4 
WESTINGHOUSE % ee ELEC —_  cicinaans 4 
Lg Yivision, Bloomfield, N. J. Bs 
WAVE TO me . i 
ea 1 Waa : Rush me full details about the sensational new Westinghouse fl 
J 3SCENT SUN LAMP. i 
PROFITS FLUORESCENT SUN LAMP 4 
Name { 
WESTINGHOUSE LAMP DISTRICT OFFICES: P Noss 
EE ee eee ar 10 High Street ene ‘ 
CHAMBLEE, GA.. 2260 Peachtree Industrial Blvd. 
COREA ...vccce .....20 N. Wacker Drive Street 
cwaledin tiv:eiy Hibeechkesepees 40 Wall Street 
| ren re 3001 Walnut Street é : 
ee era 419 Wood Street City and State 
ee RR 410 Bush Street - = ita es 
Sh See EEA ee sree 411 N. 7th Street Coc GER Be aa, 2-5 ee. ; 2 Oe ed hes les : 
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The latest reason why the Sutteh ts co’ General 














qrial a 


New 100 Amp. 
Pullout 
Switch 








CAT. NO. 





CAT. NO. 1166 








Service Equipment 4 
with 100 Amp. Main Disconnect 





GENERAL’S new 100 Amp. pullout service equipment 
Have you seen... 
. the new light gray baked en- 
amel finish on all items in the Gen- 
eral line? 


is modern in design, appearance and performance and 
the latest result of General’s long range product devel- 
opment program. Examine the construction features of 
es 
this new equipment at your earliest opportunity. Avail- . the way General packages 
able everywhere exclusively through wholesalers. most items in individual cartons? 
* 

. the new designs with more 

knockouts and knuckle room? 






The New catalog supple- 
ment 4911 completely 
describing the 100 and 
200 Amp. lines? 


e~ 

The latest General ee 7 

Switch Catalog 4809 £ > <s4u 

with price list supple- ~— 

ment 4905? ae 
Ask your wholesaler or write today! 


SALES OFFICES IN EVERY MAJOR CITY reas Ror J 


neral 


Switch Corp. 


Brooklyn 11, N. Y. 





49 Roebling Street 
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Famous since 1932... 


a £ tte fi th a N p ve A To a. ay Time-tested since 1932 under all service con- 


ditions, subsequent improvements provide 





additional security in this long-famous net- 


work cable. 














Tough, easily handled, Type ANW-insulated, neoprene-jack- 
eted cable incorporates six important advantages . .. impor- 


tant to you for underground duct installation. 


1. Better heat and flame resistance — protected by the same 
neoprene jacket as Anaconda mining cables which must and 
do meet the severe flame test of the U.S. Bureau of Mines. 


2. Higher resistance to duct acids and alkalies— years of ex- 
perience with Type ANW insulation with only a braid cover- 


A f a C 0 N da ing showed it to be highly resistant to oils, acids and alkalies 
encountered in soil and sewage waters. NOW it has the addi- 
tional protection of the neoprene jacket which itself has 
shown by test and experience, excellent resistance to these 
ep f 0 [ agents of destruction. 
\ . 3. Higher operating temperature—now 75 C copper tem- 
perature, continuous duty. 


4, Superior aging—Type ANW insulation has demonstrated 
year after year ... and now even better . . . long-aging char- 











acteristics under severe oxygen bomb and air bomb tests. 


5. Low moisture absorption —Type ANW insulation has 
always had low moisture absorption ... far less than is 
detrimental to safe operation. 

6. More easily handled — passes 180 degree cold-bend test 
at 0° C without damage to jacket. Cable is lighter, easier to 
pull. No lead to fuse, insulation and jacket do not support 
combustion. neil 


AaGOnon ANACONDA WIRE & CABLE COMPANY 


25 Broadway, New York 4, N.Y. 
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For rewiring that really pays its way in installation speed and savings 
on space — you just can't beat General Electric Flamenol® Type TW 
building wires. 

The thermoplastic insulation on G-E Flamenol wires cuts clean, strips 
off easily. For quick installation, Flamenol wires are wax-coated, to slide 
easily through raceways. For speed on the job, Flamenol wires are light 
— easy to handle. 

For more current in existing raceways, General Electric Flamenol 
wires make use of the maximum permissible conduit area. Small-diameter 
insulation lets you pull through more wires per raceway. 
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Flamenol 
Building Wire 


Because this thermoplastic was devel- 
oped expressly as an electrical insulating 
material, G-E Flamenol building wires 
are made to last. Flamenol insulation will 
keep its smooth surface and maintain its 
high dielectric strength indefinitely. 
These wires also resist the effects of air, 
acids, alkalies, water, grease, and oil— 
will not support combustion. A variety 
of colors makes circuit tracing easy. 
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MILLIONS DREAM OF COMING 
TO THE U.S.A. 


maybe they know something you don't 








- 


— 





These newcomers to America know 
some things better than we do. 


They have worked in jobs picked 
by a dictator’s order. They know 
what freedom can mean... the right 
to work where you please, and ad- 
vance by your skill. 


They have had their fill of police 
states. They know the value of free- 
dom... the right to a voice in elec- 
tions, free of fear. 

They have seen hunger and short- 
ages enough to make America’s dark- 
est days seem like times of plenty. 
They know our system of free com- 
petition, free collective bargaining, 
private property, personal incentive, 
has brought a standard of living un- 


equalled in the history of the world. 
Let’s keep America that way... 
the hope of the world. 
Let’s make sure that our freedom 
is not stolen. And let’s keep right on 
raising our standard of living . 


“making sure that there will be still 


more for every American to have and 
enjoy in the future. 


We can do it, too. We’ve learned 
from the past that in good times or 
bad the way to have more is to pro- 
duce more for every hour we work. 
So let’s keep on working together— 
labor and management—to increase 
productivity . . . devising new ways 
to use mechanical power to free hu- 
man beings from burdensome toil . . . 








THE BETTER WE PRODUCE, THE BETTER WE LIVE 
Approved for the Public Policy Committee of The Advertising Council by: 
EVANS CLARK BORIS SHISHKIN PAUL G. HOFFMAN 


Executive Director Economist Former President 
Twentieth Century Fund American Federation of Labor Studebaker Corporation 





Like many American firms, we believe that business has a responsibility to contribute to the public 
welfare. This advertisement is therefore sponsored by: 
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building new and better machinery 


that cuts time and cost . . . sharing 
the benefits of better production. 

Then it will be possible for all 
Americans to keep on producing 
more and more goods . working 
shorter hours . . . and enjoying an 
ever higher standard of living. 


FREE Send for this valuable  \ |||. \C] ] 
booklet today! )| 


\ 


A\ 4 Di7 
ERICA 
Approved by representatives of Sa 
Management, Labor and the Public 


In words and pictures, it tells you 


¢ How our U.S. Economic System started « 
Why Americans enjoy the world’s highest 
standard of living « How mass production 
began « How we have been able to raise 
wages and shorten working hours « Why the 
mainspring of our system is productivity « 
How a still better living can be had for all 
MAIL THE COUPON to Public Policy Com- 
mittee, The Advertising Council, Inc., 25 


West 45th St., New York 19, N. Y. 


Name 





Address 








Occupation 
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From start... 





AT KAISER ALUMINUM’S Newark, Ohio plant, the pro- 
duction of high quality Kaiser Aluminurn conductor starts 
in the remelt department. Here high purity pig from its own 
reduction plants is remelted and cast into 99.5% purity in- 
gots 6” square and 12’ long. These pass through a series of 
automatic break-down and finishing mills to become rod 
ready for wire drawing. 


Controlled 


As important as the high quality of Kaiser Alumi- 
num Conductor is the consistently dependable 
deliveries assured by Kaiser Aluminum’s centrally 
located Newark, Ohio plant. 

Early delivery schedules of all sizes of ACSR 








to finish... 





— —_ i eae: a 

ROD IS DRAWN into wire on the most modern equipment 
in the electrical conductor industry. High speed cable strand- 
ers, manned by skilled personnel, produce the finished con- 
ductor, which has been tested at every step by modern 
methods and equipment. Result of this completely inte- 
grated production control is pictured below—aluminum 
conductor of unsurpassed quality! 


for quality! 


and all-aluminum conductor are now open. For 
immediate information, contact any sales office 
listed below. 

Produced by Kaiser Aluminum & Chemical 
Corporation. 





il 


CONDUCTOR 


SOLD BY KAISER ALUMINUM & CHEMICAL SALES, INC., KAISER BUILDING, OAKLAND 12, CALIF. ... OFFICES IN: 
Atlanta * Boston * Chicago * Cincinnati * Cleveland * Dallas * Denver * Detroit * Houston * Indianapolis * Kansas City * Los Angeles 
Milwaukee * Minneapolis * New York * Oakland * Philadelphia * Portland, Ore. * Rochester, N. Y. * Seattle * Spokane * St. Louis 
Wichita «+ Also available through General Electric Supply Corporation, Westinghouse Electric Supply Co., and Line Material Co. 


ELECTRICAL SOUTH for DECEMBER, 1949 TN 





you can be SURE.. te its 





ee ke 2 Ri SA oe RR oo a 9) Ss MOF Vr ae a 


"We no longer purchase 
conventional transformers''! 


This testimony of a midwestern operator is backed by his own service 


records that show “CSP’”’* Completely Self-Protecting transformers pro- 
duced these benefits for him: 


"lower distribution cost per dollar invest-— 
ed...fewer service trips...better lightning 


protection ... fewer transformer burnouts" 


Mark this down as sure: complete self-protection bxi/t in means less dollar 


investment for distribution facilities. Westinghouse Electric Corporation, 


J-70522 


P. O. Box 868, Pittsburgh 30, Pennsylvania. 


*Trademark—Reg. U. S. Pat. Off. 


PROVE IT YOURSELF with this new book that lets you TRANSFORMER 
compare Completely Self-Protecting transformers with con- See = COSTs 
ventional types—using your own figures for original invest- Mer Metts ty 7 
ment, installation maintenance, depreciation and interest. Ask we 
for B-4247, “Transformer Costs and Their Relation to Profits’. ee: 
Piorng 


Pr 


Call the W. estinghouse Salesman 


oN | al yy 
q } 


TRANSFORMERS 








Voltage 
loss goes 
down i me 





HI-EFFICIENCY FEEDER @ BUSDUCT 
offers a new high in the efficient distribution 
of power and light... by reducing voltage loss 
to less than 2 volts per 100 feet at 80% power factor. 


This modern, steel enclosed, ventilated-type 
electrical feeder is designed to provide a life- 
time of just such efficient electrical service in 
the transfer of heavy current from service 
entrance to distribution center, from genera- 
tors to switchboards or from switchboards 
to distribution centers. 


The photos shown are of a recent 4000 
amp., 3 phase, 4-wire ® Hi-Efficiency Busduct 
installation. Note that sections can be run 
horizontal or vertical, up and around pipes 
or other difficult angles, and through walls, 
floors or ceilings. 

In addition to its extreme flexibility, minimum 
‘voltage loss and reliability of service, Feeder 
@ Busduct is readily accessible, reduces main- 
tenance and provides for future expansion. 

Furnished in 2, 3 or 4 conductors, 600 to 
4000 amps., 600 volts AC or less. 








7ee When 
Hi-Efficiency 
FEEDER 


i cain A Canc aa aS 





BUSDUCT | 
goes up: 











Your @® Representative will gladly discuss the electrical 
advantages of a Busduct system for your plant. Or if you 


Frank eldam Electric Co. , 


ST. LOUIS 13, MISSOURI 


Makers of BUSDUCT * PANELBOARDS © SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER 


prefer, write for Busduct Bulletin 701. 
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GET LONGER SERVICE 


GET RELIABLE SERVICE 


PICK 2éec%e- SWITCHES 


for small space installations 





Switch space is often limited 
in modern, streamlined light- 
ing canopies and fixtures, 
and FHP motor housings. 
However, by picking a Levo- 
lier Model 41 or ‘71, these 
units can have a reliable 
switch that will outperform 
and outlast most small size 
switches two-to-one. 





Model 41 


‘ 6 amp. 125V. 
# 3 amp. 250V. "T” Rated 
J 5a" x 134” 


" 


COMPACT, STURDY MODEL 41 has a single pole, 
double break mechanism, lever operated for positive control 
from any angle. It is widely’adaptable for conduit box and 
canopy mounting for either incandescent or fluorescent lighting 
or FHP motors. Equipped with 6’ cord with bell or plain lever. 
Standard brass, dark bronze or burnished nickel. 
Other finishes on special order. 


ONLY McGILL MAKES Zev oles SWITCHES 


- giving eco- 


finishes: 


Push or pull in any direction . . . they work. . 
nomical, current saving individual control. The name Levolier 
on a switch is your guarantee of quality. Each of the twenty 
or more parts is made to precise standards and carefully 
assembled under rigid inspection. Choose Levolier switches 
for years of trouble free performance, as leading craftsmen 


and manufacturers have done for over thirty years. 





MODEL 71 for installation 
where extra-thin switch is essen- 

re thick! (6 amp. 125V. "T’ rated; 3 amp. 250V.) 
Easily installed with 6” wire leads which are permanently 
fastened to the terminals by pressure connections. Case is of 
molded phenolic plastic, with brass, dark bronze or burnished 
nickel lever. Complete with 6’ cord and bell. 
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IN 1HE DRIVE for business, take a 
look at the drive-in. 

The drive-in theater business is 
one of the fastest growing industries 
in America today. More than 1,500 
drive-in theaters have been built in 
the last two years and they are now 
going up at about a hundred a week. 

An electrical contractor may have 
opportunities to wire a dozen drive 
ins in his working territory since al 
most every town is going to have onc 
and some small towns have two. 

For example, the second 500-ca1 
drive-in theater is now being com 
pleted in Jefferson City, Mo., a town 
of 25,000, and A. E. Fischer, elec 
trical contractor, is not only on the 
job but batting 100 per cent since 
he has wired both jobs. 

On both the Jefferson City jobs, 
Hiwa 50 Drive-in and the Skylark 
Drive-in, Fischer was the general 
contractor on the wiring and he sub 
let the sound wiring to L. S. Hack 
man, local sound contractor and chief 
engineer of KWOS radio station. 
This arrangement complies with un 
ion contracts regulating the wiring 
of sound and power. 

Both drive-ins are 500-car capaci 
ty, and Mr. Fischer also had the re- 
sponsibility of the ditches. All wir 
ing is underground and on these jobs 
the wire was laid in a ditch 12 inches 
wide and 30 inches deep. 
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Wiring the 
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Kor the bulk of the ditching Mr. 
Vischer obtained the services of the 
owner of a jeep with a rotary ditch 
ing attachment. ‘This machine dug 
the ditch at the rate of 1,100 feet 
per seven hours. Ditch corrections 
or short spaces needed were ditched 
by laborers with a spade but the 
amount of hand ditching needed was 
negligible. 

No splices are permitted unde 
ground. Splices necessary had to be 
completed above ground at a terminal 
box on top of speaker post. For 
instance a wire coming from the 
main ditch down one-half a ramp 
would have to come to the top of the 
first speaker post before it could be 
spliced. The wire could then con 
tinue down the speaker post and in 
the ditch 18 feet to the next speak 
er post. 

The circular ramp, holding 500 
cars in front of the screen, is split 
down the center by a main trench 
Ditches were then dug at right angles 
from the main trench down each 
ramp. Speaker posts of 2-inch pipe 
were set in concrete at 18-foot in 
tervals. Each speaker post is the 
outlet for a twisted pair of No. 12 
wire carrying 110-volt alternating cur- 
rent for the small down lights and 
two pair No. 14 wire carrying the 
sound to two car speakers which hang 
on each post. 





View of Fischer’s first drive-in job, 

the Hiwa-50 taken from U. S. 50 

from which it was named. Giant 

searchlight at right gives the place 
a Hollywood air at night. 


Soldering of wizes in the top of 
the post was eliminated by using 
screw-type connectors. he cover 
and speaker bracket covers the splices, 
and a down or location light of 15 
watts is held to the top of the speak 
er post by an Allen screw 

Each side of the main trench ot 
cach one-half ramp is separately fused 
on the alternating current circuits in 
the projection room. Either side of 
the main trench can also be turned 
on or off without affecting the othe: 
side. The sound circuits are provid 
ed with similar switch gear. 

Each speaker post is 5 feet long 
and is set in a base of concrete to 
stand 44 inches above ground. Posts 
are set 18 feet apart and service two 
cars. Each side of the main trench 
holds 250 cars. 

The main service is four wire, 
three-phase 220-volts coming into a 
separate building containing main 
panel with switches, fuses, and meter. 
The main service originates in an 
adjacent 6500-volt transmission line 
and is taken from pole transformers 
at 220 volts. The four wires of the 
four-wire service are 350,000 circular 
mils and the common for the main 
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Entrance to the Skylark Drive-In. 

A. E. Fischer figures out blue- 

printed details using the hood of 
his truck as a desk. 


power pancl is 00-ize twisted strand 


bare coppel 


Both the four-vire and 
the bare common are laid in the main 
trench that bisected — the 
ramp. It is understood, of course, 
that the type of wire buried in the 
ditch and covered with dirt without 


use of conduit o1 


500 cal 


tubing, is wirc 
manufactured expressly for such use. 
Load is rated at 14 kva. 

Ihe 220-volt service was used to 
hook up two projection machines, a 
deep well pump, and a few 220-volt 
pieces of equipment in the refresh- 
ment stand. 

Main lighting circuits including 
airplane clearance lights on top. of 
the tower with time-clock control, 
were made with No. § wire. 

Phe refreshment stand is provided 
with suitable 110-volt receptacles fo 
a variety of cquipment such as pop 
comm machines, coffee makers, bun 
warmers and refrigeration equipment. 
Phe refreshment stand contains two 
power panels. 

Another panel is located in the 
ticket office and from this point the 
switching of all vard lights is con 
trolled. 

There was little or no variation 
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from the wiring details and wire sizes 
in the two drive-ins wired by Mr. 
Fischer and these details may hold 
for most any drive-in with 
little variation. 
While neither of these drive-ins are 
heaters, Nr. 


equipped with = ca 
Fischer said that many outdoor thea 


500-car 


Po 


ters or “Ozoners” are now being so 
equipped. A heater manufacturer 
who specializes in equipment for 
drive-in theaters said that 5,000 heat 
crs were installed in theaters last vear. 
Mr. Fischer said it was possible to op 
crate these small heaters off the pait 
of No. 12 
since the drain is relatively low. Each 
heater consists of a small heating cle 
ment and a small fan in a weather 
proof case, and it operates at a cost of 
about one-half cent per hour. It is 
designed, of course, to heat the inter 
ior of onc automobile. 


wires in the speaker post 


It was an easy matter to fill the 
ditches after the wire was laid. Mr 
Fischer obtained the 
road maintainer which operates on 


services of a 


the principle of a grader and the cx 
cavated dirt was graded back into thx 
ditch and the large pneumatic tires of 
the heavy maintainer were used to 
tamp it down solid Chis method 
proved fast and 
ing the 

hour and the repacking job was solid 
which is essential. 


economical consider 


} 


imount of work done pcr 


he main wiring was done with a 
five-man crew and Mr. Fischer acted 
as his own superintendent and direct 
ed the progress of the work cach day 

One of the peculiarities of a drive-in 


job, Mr. Fischer said. is the total ab 


sence of splices underground. If cit 
cuit trouble develops later, he said, 
it is certain that it cannot originate 
from splices. ‘The system of having 
all splices and connections above 


ground makes it an casv matter to iso 
late circuits in case of trouble and 


check for continuity or ground from 





Here’s a handful of wire that runs in the ditch. The ground wire not shown 

is bare twisted copper. A-c wires are twisted, and sound wires run straight. 

Center is A. E. Fischer, left is L. S. Hackmann, sound engineer, and right 
is Mr. Grant, one of the owners of the Skylark. 
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L. S. Haeckmann, who was sub-contractor on sound installation, wiring in 
a car speaker stand. No solder was used in the heads and no joints were 
permitted underground. 


one point to the other with instru 
ments. Another odd feature is the 
absence of the usual working out of 
circuit 
witing buildings. In a drive-in recls 
of wire of the proper sizes are un 
wound adjacent to the trench in 
which thev are to be laid and cut to 
a length that will bring it to the con 
trol panel or top of speaker post. Cit 
trenches 


courses always necessary im 


cuits were checked beforc 
were filled. 

A. I. Fischer has been in the elec 
trical trade since 1929 and started his 
own contracting business in 1945. I 
S. Hackmann, who was sound sub 
contractor on both jobs, has been in 
sound and radio since the days of the 
crystal set and operates a sound ser- 
vice business in connection with his 
duties as chief engineer of KWOS 
radio station. 
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Phe wiring contract is a turn-key 
job. ‘The projection machines and 
the sound equipment is ready for the 
projection cnginecr and all has been 


thoroughly and expertly tested when 
turned over to the owner. 


Background on the 
Drive-In Market 


Mi LuCTRICAl 
may have conservatively viewed the 
drive-in theater as a passing fancy, 
may do well now to place the sub 
ject in the active file and consider it 
as a source of profitable contracts. 

Authentic figures from the motion 
picture industry show that the drive 
in has exceeded all previous estimates 
as to the number to be constructed, 
the amount of investment and the 
ever-growing interest of the public. 


CONTRACTORS W ho 





lor the information of the electri 
cal contractor who is actively recep 
tive to new contracts and opportuni 
tics for profitable work, these authen 
tic details in this field, have been es 
pecially gathered and assembled. 


Who will build drive-ins and 
where? Studies show that thousands 
of theater owners are now working 
on new plans for drive-ins. Almost 
every owner and opcrator of a theater 
in all towns from villages to metro 
politan centers, are planning to con 
struct drive-ins. ‘here is a reason 
for this that makes sense. Moving 
picture patronage has been dropping 
off since the war and the moving pic 
ture industry has been seeking new 
profits ranging from increased sale of 
popcorn to new public relations pro 
grams and new theaters. 

Drive-ins have attracted a segment 
of population which has been the low 
unit in ordinary moving picture thea 
ter patronage. ‘The drive-in is popu 
lar because it offers entertainment at 
reasonable cost, offers parking, and 
lets the family attend without the 
necd for dressing in their “Sunday 
best.” Some drive-ins make special 
rates for full cars or full families. 

Many theater owners have disco\ 
cred that this extra patronage docs 
not steal too many scats away from 
their regular theaters as was first pre 
dicted by experts in the industry 
(his development accounts for the 
surprising fact that those already op 
crating enclosed shows plan to open 
drive-ins. 

Phe phenomena of the drive-in has 
also attracted newcomers to the moy 
ing picture entertainment ficld. Re 
cent anti-trust suit decisions requit 
ing motion picture producers to sell 
their theaters and other phases of 
the decision apparently make compe 
tition for good shows more possibl« 
ind breaks up many closed areas. 


Weather, climate and the drive-in. 
Some of the old timers have been 
surpriscd at the heavy investment in 
drive-ins because thev have confused 
this new entertainment idea with the 
old-fashioned “‘airdrome” which could 
only operate in fair weather. 

Drive-ins show im the rain, and 
shows are seldom cancelled as a_ re 
sult of bad weather. In fact, in many 
arcas attendance is increased on rain 
nights because of the expericncee of 
secing and listening to a good movic 
with the rain pattering on the cai 
roof. 

Cold weather has been conquered 
by the use of a portable heater for 
each car that hangs inside similar to 
the loudspeaker and works off the 

(Continued on page 54) 
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, Lamp Colors Simplified 


APTER A DECADE of research, Gen cool atmosphere. ‘Then he deter known as the “standard cool white” 
eral Electric’s Lamp Department an mines which is more important to lamp in the new line, and the “warm 
nounced on October 31 that it had him, best color rendition or maximum tint” becomes the “standard warm 
developed new fluorescent lamps light. white.” 
which, for the first time, bring out In the selection of the “standard” “De luxe” lamps will be preferred 
the “full beauty” of all colors, and arc lamps G-F) engineers tested hundreds for the most part in living arcas—the 
complimentary to people’s complex of lamps of a varicty of shades of home, restaurants, lounges, specialty 
ions. white and containing many different shops, club rooms— where it is im 

Described as “the most important phosphor combinations in an effort to portant that colors and complexions 
fluorescent lamp improvement since secure high efficiency with accept appear their best, but highest. effi 
the imtroduction of fluorescent light able color rendition, according to ciency lighting is not vital, according 
ing in 1938,” the two new lamps Barr. ‘These studies, together with to the color expert. On the other 
were said by G.I. to have been made the experience of fluorescent lamp hand, he said, “standard” lamps will 
possible by the development of a spc users, he said, led to the selection of be most effective in working areas, 

° cial fluorescent powder, designated lamps already in existence. ‘Vhus the such as factories, offices, schools, and 
the “DR” phosphor. present “4500 white” lamp becomes (Continued on page 49) 


Named “de luxe cool white” and 
“de luxe warm white,” the two new 
lamps have an inner coating of the 
“DR” phosphor, composed of a “dou 
ble-activated calcium — phosphate.” 
his phorphor was developed after an 
exhaustive search for a_ fluorescent 
powder which would climinate the 
color-rendering deficiencies which 
have characterized fluorescent lamps 
in the past, it was said. 

& l'luorescent lighting, because of its 
high efficiency, long life, coolness, 
and other benefits, has experienced a 
“phenomenal growth” during the past 
11 vears, and has become “a tremend 
ous factor in the lighting ficld,” ac 
cording to Art C. Barr, chairman of 
the Lamp Department’s Color Com 
mittee. 

Now, as a cesult cf th> dcvclop 
ment of the “DR” phosphor, he said, 
fluorescent lighting also offers esthe 
tic advantages by making colors ap 
pear “their vibrant best’? and by be 
ing complimentary to the human 
complexion. 

he new line of fluorescent lamps 
for general lighting purposes consists 
of four lamps, two of which provide 
a cool atmosphere, and two a warm 
atmosphere. Each group contains a 
high efficiency or “standard” lamp, 
and a lamp of best color rendition, ot 
“de luxe” lamp. ‘Vhus Barr said, the 
new lamps are the “standard cool 
white” in one group, and “‘standard 
warm white’ and “de luxe warm 





white” in the other. It is the “de In an effort to simplify the problem of fluorescent lamp color selection, 

’ luxe” lamps which contain the “DR” General Electric has announced four 40-watt fluorescent lamps which, it 
& phosphor, he explained. is claimed, will meet the lamp user’s need whether principal emphasis is 
This phosphor development en on maximum efficiency, best color rendition, or “atmosphere. Phe basic 

i Pet lamps are the 4500 white and the warm tint. These have been designated 

ables G.E. to simplify for the consum as the “standard cool white” and “standard warm white.” When proper 

er his task of selecting the prope color rendition is required, which can be obtained only at a sacrifice of 


efficieney, two lamps making use of the new DR phosphor are recommended. 
These lamps, designated as the “de luxe cool white” and the “de luxe warm 
“ white.” have the same appearance as the corresponding lamps of the standard 
decides whether he wants a warm or line but will show colors to better advantage. 


fluorescent lamps to fill his lighting 
requirements, it was said. First he 
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Module Lighting 


How to effectively atitize the 


advantages of this new lighting tooi 


With THE INTRODUCTION of a 
Modular Lighting System, the electri 
cal industry is on the threshold of an 
important new. er 
lighting practice. It is an cra of 
tremendous potential, made possible 
by a modular fluorescent fixture family 
that for the first time offers the com 
inercial user an infinite variety of dec 
orative and functional lighting pat 
With the new modular system, 
i few iow cost stock units can be easily 
joined together in an infinite variety 
of combinations to fulfill the most ex 
acting lighting requirements. 

It is highly important, however, that 
these four “building blocks’ be uti 
lized intelligently to proper illuminate 
the area to which they are applied. 
In order to become fully conversant 
with the application of this new light 


in commercial 


terns. 


ing tool, we must first examine the un 
makes the 
modular lighting svstem possible. 


derlying principle — that 


The A. B.C. D of Medule L'ghting 


by Armand S. Zucker 


Director of Design and Development 
Mitchell Manufacturing Company 


dictionary. It is defined as, “A unit, 
or units, of coordinated measurement 
which are dimensionally related.” lig 
ure 1 illustrates the four units o1 
modules” that make up the Modula 
Lighting Svstem 

Module “A” 
of the system and uses four |]4-watt 
Module “B” is 


the same size as module “A,” but 


is the primary module 


fluorescent lamps. 


uses one side-prong reflector spot, o1 
one reflector flood lamp and one 32 
watt circular fluorescent lamp. Modul 
“C” uses 4-40 watt fluorescent lamps 
and is exactly three times the dimen 
sions of Modules “A” and “B.” 
Module “D” uses four 

line lamps and is exactly twice the size 
of modules “A” and “B.” 





75-watt slim 


chanically and clectrically joimed_ to 


form an infinite number of pattern 
lighting arrangements hese modu 
lar junctions can be made either end 
to end, end to side, end to center, o1 
side to side (See Figure 2 

In order to accomplish an unbroken 
pattern of light, the ends of the mod 
ules as well as the sides are illuminated 
by means of interchangeable, translu 


cent plastic side panels. Junctions ar 
side or end 


made by removing thes« 


panels between adjacent modules 
(he modules are designed so that 
outlet boxes can be accommodated be 


tween the frame and body channel 


Knockouts that serve as electric junc 
tions between modules can also bc 


used as lead-in knockouts (See Figur 


5 Thus it is possible to use up to 
six “A 


modules in a single pattern 


clectrically served by a single outlet 


box! 


Module Pattern Design 








‘hese four modules, with a 1-1-3-6 Since the introduction of this n¢ 
Module is not a coined word, but modular ratio are actually “building lighting svstem to the industry a few 
is a word that can be found in any blocks of light” which can be me months ago, it has become increasing] 
Module A Module B a i 
Four 14-watt T-12 One 32-watt 12” Circline awe 7 ay L, Connecting Ciamps 
15” type F lamps lamp, and one Par Spot PLA T 
; or one Floodlamp Mm 





Module C 


Four 40-watt T-12 
48” type F lamps 


Module D 
Four 75-watt T-12 425 
milliamp Slimline lamps 


to side. 















(C) Side Channel 
Knockouts for 
BX Connectors 








Figure | — These four modules are the “building blocks” 
of an integrated modular lighting system. 

Figure 2 — Shows method of connecting modules elec- 

trically and mechanically end to end, end to side, or side 








(B) 
BX Connectors 
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GREENFIELD CONNECTORS 


BX or GREENFIELD 
CONNECTOR TO SIDE KO 


OUTLET BOX 








Location Optional 





Figure 3 4 complete modular lighting pat- Figure 5 — Module Planning Kit designed to simplify layout 
tern can be electrically served by a_ single procedure contains instructions, cross section paper, and special 
outlet: box. template and scale. 
ipparent that modular lighting in pacing or by the number of lamps with supplementary lighting which is 
tallation procedure does not conform per unit. Equal over-all illumination not harmonious with the general light 
to ordinarv lighting methods. Until is satisfactorv only where visual and ing theme. 
recently, the acceptable method of in physical tasks throughout the entire Just as counters, display cases, and 
stalling fluorescent lighting fixtures rca are uniform. stock storage vary in their location 
has been either as evenly spaced indi Ilowever, there are verv few in from one store to another, so must the 
dual units or m evenly spaced con teriors within a single area where the lighting requirements varv in propo! 
tinuous rows. ‘The cven spacing of visual and physical tasks performed tion to the multitude of seeing tasks 
fixtures was intended to provide an do not greatly vary This is particu involved. Modular lighting makes it 
equal over-all level) of illumination larly true in modern stores where ap possible to produce a wide range of 
throughout an entire room area. ‘The praisal, selection and _ traffic areas 1 iumination levels within a single hat 
lesired level of illumination was. ac quire different degrees of illumination. moniously designed lighting pattern. 
omplished  cither through — fixture his has hitherto been accomplished his is best shown in the accom 











75 Foot Candles 
BALCONY OFFICE AREA 


AXRUNE OFFICES 
NS 


wy ; ele 













55 Foot Candles 
WAITING ROOM 


75 Foot Candles 
TICKET COUNTERS 


a 


Figure 4—Modular lighting can be arranged to produce a wide range of illumination levels within a single harmonious pattern. 
Se eS i 








40 Foot Candles 
TRAFFIC 
AREA 
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panying illustration of an Airline Tez 
minal (See Figure +) where intensities 
are varied within a single harmonious 
pattern. 

Sometimes, certain decorative 01 
architectural considerations wil! out 
weigh the functional requirements of 
a particular installation. Here a happy 
medium can be reached with the mod 


ular lighting svstem, which will fulfill 
architectural requirements, and at the 
same time provide effective over-all 
illumination to meet functional needs. 

In department stores and certain 
other applications, the original mod 
ule lighting pattern should be design 
ed to permit future addition of mod 
ules to the existing arrangement. ‘This 


is easily accomplished with modular 


lighting, but consideration should be 


given at the planning stage to any late1 
expansion so that future relocation of 


complete units or outlet boxes can be 


avoided. 

Existing outlet boxes can usually be 
used without relocation on relighting 
jobs. Module patterns can be easily 





Simplifie 


Calculation Tables for Estimating 


Number of “C” and “D’ Modules Required 


To arrive at the number of MODULEs C and D required for 
general illumination, use the simplified method described at 
the right. All the data you will require to determine accu- 


TABLE Hi. Footcandle Calculation Factor 





WITHOUT REFLECTOR | WITH REFLECTOR | 





























rately the number of MopULEs C and D needed per room, is room | ROOM FINISH* i| ROOM FINISH* 
M4 4 ig Mediun sht ) 
included in Tables I and II. [INDEX =| Light Mediu | Light = Medium 
f + 
J 1840 1710 1980 1840 
TABLE I. Room Index ! | tsa 
\ 2240 204 2370 2310 
CEILING HEIGHT —FEET H 1500 740 | 2570 440 
—-ne one | T T a eer é eo 
wane SO gand| 10t0| 12t0| 14t0| 17t0| 2tto| 25t0| 31to| a7to| - 
Without Reflector 91 it 13! 16! 20 | 24 30 3% =| 50 ( 700 ) 277 620 
Pendant Mounted = 3 | a . . | | ” , enn J 
— t - | | | 
Module °C or “O Jand| 8 and| 9and| 10t0| 12t0| 14t0| 17t0| 21t0| 25t0| 31 to | 37 to f 2900 2570 770 
| With Reflector 7 gi g | in 3 6! es 
| Surtace Mounted | 2 | 84 | 9a | Wty] 13'2 | 16's] 20 24 | 30 36 | 50 
Room Width Room Length | E 31 283 JUSU ost 
rete | fens | ROOM INDEX 
a ie ee a ie ee oe =a ] D 36 296 3290 31¢ 
10-14 H | 1 1 J ] | 
| 14-20 G 4 \ j j 4 3] 26 030 
| (815-9 20-30 G G H \ j j C "7 a sia } 
| 30-42 f G H 1 j J J 
| 42-up E F G H ' J J | B 3620 230 3490 9 
— > i ee G | 4 rT 2@itet | } + 
14-20 6 in ' j j J A 3750 3360 3550 342 
| 20-30 | fF G H ' J J hi 
914-1034) 30-42 | F G G 4 1 J j 
| 42-60 | E F G H ! J J The above factors are based on the use of 3500° White Fluorescent Lamps and a 
| e __60-up al =) 2 F[uw] W i 7 :} | | | Maintenance Factor of .70 
10-14 | G H | | J J | a a ae tector = ite caine Pane 
14-20 | F G H | J J ‘ROOM a Lig > eiling reflection of a ( 2 1 a 
12 20-30 | f G G H ' J J } “ tk elie Medi eiling reflection factor, and 50’: wall reflection tactor 
M1245) | 30-42 |  E F G H 1 j j 
4260 | €£ F F G 4 1 J 
60-up | € | E | F Gc iu ' J PROCEDURE: 
| — ae TS G H H i j J | : : ? 
| 20-30 t f G H i j J 1. Select proper Room Index letter from room dimen 
\4 30-42 F F G 4 ! j j ee 
13-1514) | 42-60 E E f f 4 ' j J j sions shown in Table I 
60-90 D E E f G 4 } J J a : 
is i 30-up 2 é . : : : : ; es | 2. Find proper Footcandle Calculation Factor in 
14-20 E F G H i j j Table II 
20-30 E F F G M ! J able 
7 30-42 D E f G ” H j j J 
(16-18'3) | 42-60 i) E E F G G ' J J J i > 7 fac , > a? - ™ 
2) | ries + : : ; “ : ; , ; $3: 3 ivide above factor by the amount of footcandle 
|___110-up c | o E E f G H 1 J me desired; this gives you the area in square feet cov 
a. < n) E i G “ \ ) j neat ; Py ». : ; 3 . , 
oa . : : - a : : ; ‘ ered by MoDULE C. Multiply by two to get the area 
20 42-60 D D E E f G 1 J J j ‘covered by ULE D 
19-21! 60-90 c o é E F G H ) J J covered by MODULE I 
90-140 C o D E F f H 1 1 j J ’ : 
| | 140-up C D D E F f H H \ j j 4. To calculate the number of C or D MopDuULES re 
| ape : - “ : 2 “ : ; ; quired, simply divide the area of the entire room by 
| 42-60 C D D f f G H { j j the area in square feet covered by MODULE C or ID 
| 60-90 c D 4) E F f H ! J J j 
| 90-140 Cc Cc D E E f G H t j j 
140-up c C ny E E F G 4 1 1 j EXAMPLE: 
| 30-42 a Pe oD E f G 4 i j j 
42-60 4 Cc D D f F H H | i] 2 sa 5 averse > ‘ 21 , ws 2 > > » 
‘ Ap “ . . > H - : : ; : ; Suppose 50 average maintaine d foote andle S are de sire d 
| 27-33 130 149 B ( C p : : G “ ; in a room 45 feet wide by 100 feet long. The ceiling 
} C t 2 . ° » - . *° 
| 180-up 6 C C D E E F G 4 ' J height is 12 feet and the room finish is “‘Light 
30-42 ts C 0 E F F 4 i i j acne ee a ROE eS aS i 
| ae BEAZSAE AE ' EA ae : , MitcHetL Mobutes C or D with reflectors are to be 
36 60-90 A c c c é E f H H J J used, surface-mounted. 
(34-39 90-140 A 8 C C D t f G rn 1 J 
140-200 A ts c ¢ D E f f G 4 ' . F . ; 
| |___200-up A 8 c C D E f f G a \ Refer to Table I. You will find that the proper Room 
} - a T > . a ” y . 
, 42-60 A 6 c ¢ é , G H i Index for this room size is ‘‘D’’. Now find Room Index 
2 s ) 2 “ oo ° ar ° 
| 40-45 90-140 A 8 B C D D é f G H J D”’ in Table II. Read across the line under the column 
140-20 A Y C D D f G H \ ners ay 
200-up A A B ¢ D D f F f G \ headed ‘‘With Reflector and Light Room Finish’’; here 
| - 2-60 ay a s c ° E i G iH } , you will find the factor 3290. Now divide this factor by 
(46-55) | 139-140 A A A c ¢ p : f G 1 50 (foctcandles desired) and vou get 66 square feet 
2 ) f 6 ! ac i = Py e a 
200-up A A A c C D t E f G H (3290 + 50 = 66). The room size is 45 ft. x 100 ft., or 
os 4 | 4 | | H 2 : se ' im 
- id ‘ " . : : 2 ‘ - G " : 4500 square feet in area. Divide 4500 by 66 and you get 
(56-67) | 140-200 A A A 6 C c D f E f H the number of C MoDULEs required to illuminate this 
j 
| 200-up A [AIA 8 c C i) E E 4 Result: 68 C M in oh f SEES j 
—= | 60-90 aa a es a me ie oo ee D f ' G \ ett esult: 65 © | ge LES (four-foot sections) with 
15 90-140 | A A A aA;lsBb|c O f f f H flectors. are re . , - of wy ead ~-7R 
ates 020 | A | A aAlaleles - - ~ re flect rs, are required. You can, if you W ish, use 18 
ae | & | hk) A | Al 8 fe] Cl E Rok ue) units of MODULE C (four-foot sections) with 25 units of 





MopbuLE D (eight-foot sections), or any combination of 


have the same Index. Hence, for large rooms of dimensions greater than those shown, divide each dimension by the ‘ = 7 siege 
C and D the sum of which equals 68 four-foot sections 


Room index is the classification of a room according to its proportions, large and small rooms of the same proportion 
same number and use the Index determined for the smaller room 


Since MODULES A and B are intended for supplementary illumination, they are not covered in the above calculations 
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arranged to overlap the old outlet 
boxes, providing that the new load 
does not exceed the clectrical capacity 
of the outlet. This is an extremely im 
portant advantage of this new equip 
ment because many a relighting job 
has been lost because the cost of re 
wiring was prohibitive to the uset 

his brings up the most important 
consideration of all—the ultimate cost 
of a module pattern installation to th¢ 
consumer. ‘lo best serve the users’ 
interest it is advisable to offer a selec 
tion of lighting patterns, one of which 
should fall within his budget. It is 
ccommend a modest 
initial installation that can be added 
to as the user's requirements grow 
When the inherent economies of the 


also feasible te 


new system are explained to the user 
(module uses existing outlets; costs no 
more than conventional — shiclded 
installation; ctc. 


it will greatly help to overcome an 


equipment; simp 


resistance to relighting costs. 

the basic considcrations involved 
in planning a module lighting installa 
tion can be thus summarized as fol 


lows: 1. Desired lighting level, 2. 
Functional requirements of installa 
tion, 3. Decorative and architectural 
requirements, +. Possibility of future 
idditions to the pattern, 5. Location 
of existing outlet boxes, and 6. Cost 


of complete installation 


Planning the Installation 


Phe accepted procedure usually em 
ploved in figuring conventional light 
ing installations is to first determine 


the desired muaintamed foot-candlc 


level and, second, by means of for 
mula, to determine the number of 
fixtures required to achieve this level. 
With pattern lighting, however, the 
procedure should be reversed, with 
resultant foot-candles being. entirely 
dependent upon the desired pattern. 
Ixperience in selling pattern lighting 
has convinced the writer that the user 
is more interested in abundant, glare 
free lighting and an attractive pattern 
than he is in a mathematically deter 
mined lighting level 
terms of foot-candles. 


expressed in 


It is almost impossible to under 
illuminate with pattern lighting, and 
“over-lighting” is merely a question 
of acceptable authority on which levels 
The successful plannet 
must think in terms of increased illu 
mination, for vesterday’s recommend 


are adequate. 


cd levels are already obsolete, even 
as today’s standards will be too low 
for tomorrow's lighting requirements. 
If, however, a predetermined foot 
candle level is desired, a simplified 
mcthod of figuring the number of **¢ 
and “D” modules required to light a 


given arca is covered in ‘ables I and 
IT. 

his casv-to-use calculation method 
precludes the use of the lighting for 
mula inasmuch as coefficients of utili 
zation, lamp lumen data, and mainten 
ance factors have already been deter 
mined and are expressed as a resultant 


factor in ‘Table II. 


Planning a coordinated 
lighting installation is made easier bi 


means of a complete 


modular 


planning kit 
containing a transparent plastic scale 





Figure 7 — Impressive effect produced by angular pattern installation of 
module units. 
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Figure 6 — Modular “Traffic Area 


Pattern” can be designed to illum- 

inate counters by means of spot- 

lights directed at an angle from 
the ceiling. 


rule on which templates of modules 
‘A.” “B,” “C” and “D” are ciecut 
to 44-inch and ! 
templates can be used to quickly trace 
modular patterns directly on bluc 


s-inch scale. ‘These 


prints or for preliminary planning pre 
vious to the blueprint stage. Vor 
final lighting installation layouts, th« 
kit provides a number of planning 
grid sheets which can be placed unde1 
the designer’s tracing paper, making 
it possible to trace entire module pat 
terns to exacting scale. (See igure 5) 


Lighting Stores with Module 


Before attempting to lay out am 
module store lighting installation, 
counters, display cases, and other store 
fixturcs must be superimposed to scale 
upon the floor plan. ‘This combined 
floor plan helps to determine modulc 
pattern arrangement. 

If the counters and showcases have 
been svmmetrically arranged, they will 
in themselves form rectangular or lin 
car patterns which can be simply trans 
lated in terms of pattern lighting fo: 
the ceiling. These are the easiest of 
modular patterns to create as will 
immediately become apparent upon 
examination of the combined floor 
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Figure 8 — Modular lighting layouts can be designed to Figure 9 — Module lighting effectively overcomes rounded 
conform harmoniously to irregular areas. or curved ceiling problems. 
plan. It is usually preferable to usc can be directed at an angle from above be designed to follow the 
A” modules*at corners of rectangles, the traffic areca to the sclling arca. (Sc the room hus an L-shape« 
or at center junctions of crossed pat ‘igure 6). can utilize an L-shaped f 
tern; however, in certain instances, In many modern store lavouts, shaped room, a ‘T-shaped pattern, ct 
limited space requirements will pro large open traffic areca dominates the See Figure § 
hibit this application. In such in center of the room and counters arc Phe module pattern can al 
stances, an end to side junction of “C”’ usually located close to the walls. ‘Uhis signed to fit into floor plans that h 
or “D” modules will satisfactorily provides an excellent opportunity to curved or rounded ceilings. ‘Uhis is 
complete the pattern. (See Figure 2). place a large impressive pattern in the iccomplished by following the mn 
When the counters, showcases and center of this area and subordinate the tour of the curve with “A’ 3 
floor display areas are arranged irregu balance of the lighting to this central modules which can be smoothly co 
larly and do not seem to follow a giv motif. ‘l’o obtain an outstanding cus ordinated into the adjacent pattern 
cn pattern, then an attempt should be tom built lighting effect, the modul« See ligure 9 
made to orient the module lighting pattern can be oriented at a +5 degrec False ceiling, soffits, and column 
pattern to the traffic areas of the store. angle to the walls of the room. (Sc must be considered in the creation of 
\ module “traffic area pattern” can igure 7 the module pattern. Nlodules hav« 
be imterspersed with “B” modules Irregularly shaped rooms do not been recessed m some existing installa 
adjacent to each counter or display pose any particular problem ith tions with excellent lighting It 


area so that incandescent high-lighting 


modular lighting, for the pattern can 


v 4 » @ 
Continued on page 52 
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fluorescent lamps for custom-fitted, high intensity show Figure 11 — Module makes possible louverall-type light- 
window lighting. ing areas of various sizes and applications. 
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NECA Texas Convention 


ELECTRICAL CONTRACTORS must Ie 
solve to sell themselves and sell the 
public on more modern electrical 
equipment, but linked with the sales 
effort must be education—for beth 
contractors and the buying public— 
according to conclusions of the prin 
cipal speakers before the annual con 
vention of the National Electrical 
Contractors Association, in Houston, 
lexas, November 2 to 11 inclusive. 

In this meeting the association con 
cluded its 48th vear of existence with 
the biggest attendance in history ac 
cording to an official registration fig 
ure of 1,293 as announced by the host 
chapter of Houston. 

And although ¢he theme of thc 
conclave was “Selling,” with evidence 
in well-prepared reports of NECA’s 
intention to do a diligent job of scll 
ing and education this vear, contrac 
tors were also put on notice that they 
vill be expected to adopt a perma 
nent pension plan for the benefit of 
IBEW members. 

Near the end of the concluding 
session President Robt. W. \MeChes 
ney paused after 
dress, let his glance wander about the 
audience and then said simply, “Now 
comes the time for me to sing my 
swan song.” 

And thus without ceremony he 
stepped out after ten vears of service, 


in which he had 


delivering his ad 


been five times 


A 


A special occasion each year at NECA’s annual convention 
is the presentation of outstanding apprentice award. This 
year the award went to Norman W. Fitzler, of St. Louis, 


elected to the presidency of NECA. 

He turned the reins over to Edward 
J. Vanderlinde, of the Vanderlindc 
Electric Corporation of Rochester, N. 
Y., who was the successful candidate 
for president among three considered 
for the office. 

While the actual passing of the 
presidency to Vanderlinde was with 
out sentiment or ceremony, the con 
vention had been highly flavored with 
tributes to the superlatively popular 
McChesney. 

Unprecedented, no doubt, was onc 
tribute, which found the internation 
al secretary of IBEW singing, from 
the speaker’s rostrum, a song dedi 
cated to McChesne\ This, too, was 
in the concluding session when Scott 
Milne, explaining that he could not 
find words to express his admiration, 
dedicated ““Wee Doch and Doris’ to 
MicChesnev. It was a Scotchman’s 
fully burred of a Scotch 
ballad. 


Previously, at the annual banquet, 


rendition 


the McChesney’s had been showered 
with gifts. 
mento in the form of a book contain 
ing, in addition to tribute, the signa 
tures of more than 2,600 firms and 
individuals; another was a_ beautiful, 
gleaming silver service and a third was 
a prepaid vacation trip to Hawaii, o1 
any tropical point of the McChesneys 
These were from NECA. 


One was a 12-pound m« 


choice 
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From IBEW, presented through 
International President Dan W. 
Tracy, Mr. McChesney received a 


console model television-radio-record 
plaver. It was on display, being 
described by Tracy as too huge to 
bring along and, furthermore, not 
even then on the market 

One of the high points in conven 
tion prestige was the appearance be 
fore a capacity luncheon audience of 
John R. Steelman, assistant to the 
President of the United States; and 
through Steelman’s appearance there 
developed, by a combination of cit 
cumstances, the most humorous and 
vet most politically significant inci 
dent of the convention. 

Steelman was seated immediately 
to the right of McChesnev when the 
NECA president began his introduc 
tion by saying, “As you know, it’s 
hard to get men out of Washing 
er v 


McChesney never finished — the 
phrase, for he inadvertently paused 
ind a mirthful roar that grew in vol 
ume rose from the audience, while 
Steelman was convulsed with amuse 


ment. 

After this subsided McChesney 
said he would trv a different tack and 
with the introduction disposed of the 
presidential assistant then proceded 
to read a 6,000-word text, which sup 


ported President Truman’s plans - fot 





standing at right. E. H. Hertzberg, chairman of the ap- 
prentice committee, left 
which included a medal and a cash prize. 


above, made the presentation 








a sound international trade program 
for the complete economic recovery 
of Europe. ‘Two primary objectives 
of this program, Steelman said, arc 
‘ratification of the charter of the 
International Trade Organization and 
es implementation of the so- 
called Point Four program first enun- 
ciated by the president in his inaugu- 
ral address.” 

Steelman commented that as the 
President said last week, “if we can 
pull up the living standard of the 
world by as much as 2 per cent— 
certainly a minimum goal—we would 
never keep up with the demand for 
the products of our factories and 
farms.” 

And in conclusion the Presidential 
assistant declared: “I have every 
confidence that the American people 
believe in the importance of this 
great part of our foreign policy, and 
that they will give it their whole- 
hearted support.” 


New Officers Elected 


It was in the next business session 
following this address—a meeting 
‘closed to all but members—that con 
tractors turned their thoughts to the 
presidency within their own ranks 
and chose Vanderlinde, who had 
been chairman of the standing com 
mittee on constitution and rules. 

This balloting also produced two 
district presidents. In District 4, 
Leon J. Granger, of Hammond, Ind., 
succeeds J. N. Pierce, of Chicago; 
and in District 6, J. D. O’Connor, of 
Sacramento. succeeds FE. L. Buttner, 
of Oakland, Calif. Other district 
presidents continue as follows: 

District 1, A. Lincoln Bush; Dis 
trict 2, W. Edward Frazer; District 
3, D. B. Clayton; District 5, J. L. 
McClure; District S. C. Dodson: 
District 8, J. Everett Collier. 

With President Vanderlinde, Ex- 
ecutive Vice-President Paul M. Geary 
and Secretary-Treasurer Clint J. 
Harder, the administrative committee 
of NECA is rounded out with two 
additional members. 

E. C. Carlson, of Youngstown, 
Ohio, continues as chairman of the 
IBEW employers section, but John 
S. Clark, of Fl Paso, is the new 
chairman of the line construction 
section, succeeding C. W. Moselev, 
of Charlotte, N. C. 

The convention got off to an aus- 
picious start on the words of Secre- 
tary Harder, whose report indicated 
the strength and ability of NECA 
to activate a two-front selling and 
educational compaign. 

In the 11 months since the last 
convention, said Harder, association 
membership had increased from 2.- 
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670 to 2,976, a net gain, counting 
losses, of 306 members, or at a rate 
of more than 25 new members per 
month. A membership of 3,000. is 
expected by the years end in $+ 
existing chapters or more, compared 
with 72 chapters 11 months previous. 

And the program which NECA 
has strengthened itself to carrv out 
was reduced to a paragraph by Paul 
Geary in his report which, coming in 
the first general business session, could 
be classed as a convention kevnote. 
His capsule definition of the program 
was: 

“1—To influence at the national 
level all affecting clements of the 
economic system to perform in a 
manner which will react to the local 
benefit of electrical contractors; 2— 
by educational methods to raise the 
standards of the industry; 3—to pro 
vide NECA members on a collective 
basis with the same type of manage 
ment service as big business concerns 
are able to provide for themselves.” 

Geary described the position of 
NECA as strongest in its history and 
nother, broader keynote of the con 
vention, outlined procedure for utiliz 
ing this strength. ‘This was the re 
port of the business promotion com 
mittee, presented to the convention 
by H. L. Scott, committee chairman, 
of Corpus Christi, ‘T’exas. 

Explaining the objective of the 
NECA electrical modernization pro 
gram, Scott said: 

“Not one home out of ten is p*o 
perly equipped to take advantage of 
modern electrical living. Not more 
than one shop or office in 25 is able 


to deliver the maximum electrical 





Only 


one factory 
in 50 can take full advantage of elec- 
trified production. 

“The American public deserves a 
better clectrical break than this. It 
is up to the electrical contracting in 


service possible. 


dustry which provides the applica 
tion engineering for electricity in all 
of its forms to see that the public 
understands the need for a good elec 
trical highway recep 
tacle.”’ 

hen Scott said that in addition 
to carrying on with adequate wiring 
and planned lighting, NECA will 
sponsor a specific program of mod 
ernization in industrial and commer 
cial installations. This involves a study 
by each district chairman of adequac\ 
in all phases in his territory. 


back ot the 


Houston Plan Recommended 


Other recommendations were that 
each chapter adopt the guarantee 
certificate program as developed in 
Houston, and that each chapter, at 
its discretion, launch a local promo 
tional and advertising program on a 
monthly basis. 

Various aspects of developing elec 
trical business reviewed in a 
panel discussion that followed the 
report, with these participants: 

C. B. Barron, Gulf States Utilities 
Company, Beaumont, Texas, and re 
gional chairman of the national Plan 
ned Lighting Promotion Committee; 
Fred Luna, sales promotion manager, 
Anaconda Wire and Cable Company; 
N. J. McDonald, Thomas and Betts 
Company, Elizabeth, N. J., and chair 


were 


man of the National Adequate Wu 
ing Bureau; J. 


L. McClure, MieClure 


The Board of Governors of NECA met just before the convention. The 
convention itself attracted the largest attendance on record with registration 


of 1,203. 
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Electric Company, Dallas, Texas; 
Louis Kalischer, Louis Kalischer, Inc., 
Brooklyn; Donald B.  Karlskind, 
Southwestern manager, United States 
Rubber Company. 

Reporting on the proposed edu 
cational program for NECA, Geary 
related that on Monday, previous to 
opening of the general convention on 
Tuesday, Nov. the ‘board of gov 
ernors had given their approval to 
in expenditure of approximately $75, 
000 for production of 1,000 copies 
of each of several text books, suitable 
for modernizing the functions of con 
tracting and suitable for either class 
correspondence instruction. 

In a comprehensive report, Geary 
traced developments which led to the 
appropriation by the board of gover 
nors. ‘The association, in its own 
study, encountered some unsurmount 
ible problems and turned to an out 
side agency, the International Text 
Book Company of Scranton, Pa., 
vhich made an exhaustive investiga 
tion and recommended that NECA 
sponsor and provide text books for a 
program of specialized training to in 
clude: 


room OI 


Estimating, job management, sales 
engineering, and accounting. 

The text book firm also made rec 
ommendations for procedure in this 
specialized training program, — for 
which the books on estimating can be 
ready in several months, said Geary, 
although a vear will be required to 
prepare and publish the entire shelf. 
He concluded: 

“T am personally more enthusias 
tic about the possibilities for indus 
try improvement in this program 
than in anything which NECA has 


previously undertaken. Education is 


the only ‘sure fire, and at the same 
time lawful, method of improving 
competition and preventing below 
cost bidding. Nobody ever know 
ingly conducted his business at a loss. 
He always expects that somehow he 
will earn a profit. Nobody ever en- 
gages in a business unless he thinks 
he can earn a profit from it.” 

In his final remarks as president 
of NECA, McChesney declared that 
contractors can best serve themselves 
ind the public by advising and selling 
their customers on the necessity of 
having the best possible modern elec 
trical systems. He described the 
present status of readjustment in the 
electrical industry as akin to a .“‘cold 
war, saving: 

“We have won the ‘hot war’ of 
Let us prepare now, and 
keep everlastingly prepared, to win 
the battle of the ‘cold war’—the bat 
tle of distribution.” 

He said that the electrical contract 
ing industry at this convention was 
making the strongest effort to correct 
its fundamental weakness—its lack of 
selling. 

“There is nothing wrong with the 
electrical contracting industry that 
good salesmanship will not correct,” 


production. 


he added. 

“In the past too often the exigen 
cies of competitive bidding on build 
ing construction projects have arraved 
the electrical contractor as an enemy 
of the customer. The electrical con 
tractor’s role properly is that of an 
adviser, or an assistant buver for the 
customer. To attain that status sell 
ing is required instead of reliance on 
getting business solely 
petitive bidding.” 

Ihe president 


through com 


pointed out that 





A special feature of the convention was the Chapter Manager’s Institute. 
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Robert W. 
tiring 
Electrical Contractors’ Association, 
extends congratulations to his suc- 
cessor, Edward J. Vanderlinde, of 


Rochester, N. Y. 


McChesney, right, re- 
president of the National 


under NECA’s leadership the elec 
trical contracting industry has emerg 
ed in ten years from a struggling in 
dustry doing an annual business of 
two or three hundred million dollars 
to a major industry of small business 
men doing an aggregate annual vol 
ume of more than $1,500,000,000. 

To accomplish this advance, he 
said, those who would eliminate the 
electrical contractor as a specialist in 
the building and construction indus 
try had to be defeated, and propagan- 
da against the electrical contractor’s 
good name had to be stopped. 

After an address by Dan 
none could doubt that the president 
of the International Brotherhood of 
Electrical Workers expects a perman 
ent pension feature to be written into 
contracts in the not too distant fu 
ture. 

Almost at the outset of his re 
marks, indicated his thinking 
by first referring to the inroads of 
Communism and declaring that the 
profit system has weathered many a 
storm and will survive 
Then he added: 

“Some employers think that all 
profits belong to them, and 
employees think all such _ benefits 
should go into their wages. The dol 
lar is being subordinated to consid- 
erations of future security. 

“But, fortunately, we have a great 
number in this industry who think 
that all profits do not belong to the 
employee nor to the employer.” 

Leading up to these remarks, Tracy 
had carefully defined collectivism, so 

(Continued on page 52) 


Tracy 


[racy 


many more. 


some 
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Grounding Practice 


A WORKABLE and reasonably eco 
nomical system of distributing 
grounding has been developed by the 
Electric Power Board of Chatta 
nooga. ‘The grounding system has 
been in operation for several years, 
and a study of operating records in- 
dicates that the results have been 
very satisfactory. The general meth 
ods used could be applied to a small 
er system on a smaller scale. 

Before our grounding program be 
gan secondary and lightning arrester 
grounding was only a matter of driv 
ing a rod and connecting a ground 
wire to it. ‘This had been the prac 
tice for many years and probably fot 
lack of time and thought had been 
acceptable. At this time there was 
no agreement in existence which 
would permit the connection to a 
water pipe. However, we are now 
permitted to connect to the wate1 
systems in our area. But some pre- 
liminary tests in widely scattered 
areas showed that the resistance of 
grounds varied from 100 to 3000 
ohms which proved conclusively that 
our system could not be considered 
as anywhere near adequately ground 
ed. 

Our ground improvement program 
began in June of 1943. A crew con 
sisting of one lineman and_ two 
groundmen was assigned to the work 
which was directed by an engineer 
from the Line Department office. A 
3/4-ton pick-up truck equipped with 
bins to carry materials and tools and 
a waterproof box large enough to 
hold about 400 pounds of common 
rock salt for used for transportation. 

The Chattanooga distribution sys 
tem is divided into 50 substation 
areas. ‘The area maps which show 
all primary feede:s and the distribu- 
tion transformers connected to them 
were used as a guide for the ground- 
ing crew. By a study and analysis of 
the operating records the areas were 
classified according to their need fo: 


ground improvement. ‘The areas 
which had the worst operating re 
cord were worked first. As each 


ground was worked it was assigned 
a consecutive number on the map. A 
record card was then filled out by a 
lineman showing the assigned ground 
number, pole number, and all other 
information pertaining to the test 
and improvements of this ground. 
These cards are filed by the Line 
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Department as are the maps after tie 
work is completed in each area. 

It had been previously decided that 
the interconnection of lighting arres 
ter and secondary grounds would be 
practiced where conditions for inte: 
connection could be met. Ow 
grounding specifications provide that 
interconnections may be made if the 
secondary neutral is connected to a 
continuous water system, or if th 
secondary neutral is part of a multi 


ounded s°stem whose resistance is 
25 ohms or less. On 4+ kv and 7.2 ky 
common neutral systems the require 
ments for interconnection will be met 
if there are at least four grounds per 
mile and the resistance of the com 
bined neutral grounds is 25 ohms ot 
less. If conditions for interconne< 
tion cannot be met the lightning a: 
rester and secondary neutral must be 
grounded separately. 

Up until 1945, our procedure fo: 


by Robert C. Stevenson, Jr.. 
System Planning Engineer 
Electric Power Board of Chattanooga 
Chattanooga. Tenn. 





Taking final ground resistance reading after three rods, not less than 6 
feet apart, have been inter-connected. 
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To facilitate interconnection of ground rods, a rod is driven under the 
surface to make a hole through which the tie wire is pulled. 


improving a ground, where a wate! 
pipe was not available, was to first 
drive a new S-foot rod not less than 
6 fect from the existing rod. The re 
sistance of each rod was measured as 


well as the resistance of the two rods 


in parallel. If the t 


combined resis 
ae «om : 
ince was Z>5 ohms or less it was con 
] ay 
sidered adequate. 
. , 
However, this was rarely ever the 


case so that the next step was to driv 


nother rod and measure the resist 
ince. If the resistance of the three 
rods was greater than 25 ohms, the 
next step was to salt the grounds be 
ginning with the one with the highest 
resistance and continuing until the 
combined resistance approached 25 
ohms or until all three rods had been 
salted. Since salting has no imme 
diate effect, we arbitrarily decided 
that one rod would be salted if the 
combined resistance of the three rods 
was between 25 and 50 ohms, two 
rods would be salted if it was between 


51 and 100 ohms, and all three rods 
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vould be salted if it was ove 1 Ol 
ohms. 

1 
three because tests have shown that 


ie second rod reduces 


tl t combined 


resistance about 40‘ the third rod 
ibout 20% and the fourth rod about 
7 On this basis the fourth rod 
annot be justified he procedure 


for salting a rod is to dig a trench 
round it on a radius of about 9 inch 
es which leaves the rod in a core of 
earth about 18 inches in diamete 
The trench is approximately 2 feet 
] 


deep and in it is buried about 50 


] 
t 


pounds of salt 
Improvement with Salt 


It is indicated from our experience 
that the behavio: of a ground after 
being salted is very inconsistent, but 
we do know definitely that six months 
after grounds have been salted their 
resistance will be something in the 
order of 20 to 50% of their resistance 
before salting. It scems that the type 
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i 
] lL, + , ++ | 
The number of rods is limited to 


of soil has the greatest influence on 
the magnitude and duration of the 
improvement due to salting. In fact 
we have some salted grounds in clay 
soil that are practically unchanged af 
ter five years while we have others in 
loose gravelly soil that have lost all 
benefit of the salt in less than one 
vear. 

From such results we have con 
cluded that it is not practical to salt 
grounds in a loose gravelly soil, and 
that consistent results cannot be ex 
pected of salted grounds in any type 
of soil. This is based on data obtain- 
ed by rechecking the resistance of 
salted grounds at various intervals. 
lo give some idea of what the result 
look like, we are listing the average 
values taken from several typical 
reas: 


Average resistance before 

improvement 192 ohms 
Average resistance after 

improvement by means 


of salting grounds 34 ohms 
Average resistance after 

2 vears 42 ohms 
Average resistance after 

+ vears 46 ohms 


hese averages values, of course, in 
clude a number of grounds that re 
tained a good portion of the benefit 
of salting. Eliminating these and tak 
ing an average of those grounds that 
have lost some or all of the benefit 
of salting, we get the following 


values: 


Average resistance before 
improvement 

Average resistance atter 
improvement by means 
of salting 80 ohms 

Average resistance after 
5 vears 169 ohms 


436 ohms 


These grounds are located in an 
irea where no water pipes are avail 
ible. Where possible, deep rod 
grounds have been installed to replace 
the salted grounds and others have 
been resalted. 

he theory has been advanced that 


the ground will retain the benefit of 


salting after it has been salted the 
second time some seven or eight years 
ifter the original salt treatment. Ob 
viously, at this time we cannot sup 
port or denounce this theory. How 
ever some tests made several weeks 
after grounds have been resalted show 
that the resistances average a little 
lower than thev did on the tests fol 
lowing the original salt treatment 


Deep Rod Grounding 


After reviewing the operating rec 
ords and test results from two years 
experience in ground improvement 
there was no question but that the 
desired results were being accom 
plished to a satisfactory extent. How- 
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ever, for reasons previously mentioned 
it was felt that deep rod grounding 
might be a more effective and lasting 
method of reducing ground resistance 
than salting. Since the te:rain in and 
around Chattanooga varies from river 
bottom to mountain top, it was sus 
pected that there would be locations 
where it would be difficult to drive 
even one §-foot rod. 

Some tests were made which veri 
fied this contention but they also 
showed that there were other loca 
tions where rods could be driven as 
much as 34 feet into the ground. In 
fact on one test, rods were driven 
about 100 feet deep, and the crew 
reported it was “‘still driving good.” 
However, the first 56 feet reduced 
the resistance from 200 to 20 ohms 
while the next 48 feet only reduced 
it fom 20 to 8 ohms. Following are 
the results of a typical test. 


Rod Depth in Ft. Resistance in Ohms 


Since 1945 the deep rod method of 
ground improvement has been in us¢ 
on the Chattanooga svstem and salt 
treatment is used only as a last re 
sort. The procedure being used is 
illustrated by the following case. It 
should be noted that this case is not 
1 typical one but is only used to il 
lustrate every step in the procedure: 

Ihe resistance of the existing 8 
foot standard rod was 310 ohms. This 
rod was pulled out and replaced with 
sectional rods to a depth of 14 feet 
before striking rock, and the resis- 
tance was reduced to 150 ohms. Sec 
tional rods were then driven at a new 
location 6 feet away to a depth of 
12 feet and the resistance of this 
ground was 190 ohms. The resis 
tance of these two rods interconnec 
ted was 100 ohms. At a third loca 
tion sectional rods were driven to a 
depth of 13 feet with a resistance of 
190 ohms. When the three rods 
were interconnected the resistance 
was 80 ohms. According to our arbi 
trary rule, which was stated previous 
ly, this ground falls in the 51 to 100 
ohm category and requires that the 
two highest grounds be salted. Five 
moriths after these grounds had been 
salted the resistance had decreased 
to 17 ohms. 

Chis reduction in resistance was 
not due to the salt treatment but 
was partly due to the fact that the 
resistance of a deep rod ground can 
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be expected to decrease as much as 
40% after the soil has settled firm- 
ly around the rod. The coupling 
which is used to join the 8-foot 
threaded rods is slightly larger in di 
ameter than the rod. This makes a 
hole which is larger than the rod and 
results in poorer contact between 
the rod and the earth until the soil 
has settled firmly around the entire 


rod. 

The following ave-age values taken 
from tests on 25 deep rod grounds 
will demonstrate this fact: 

Before improvement 143 ohms. 

\fter improvement 22 ohms. 

Recheck—1-5 years after improve 

inent 19 ohms. 

Decrease 14%. 

As has been said a 5/8-inch sec 
tional ground rod 8 feet long is used 
for deep grounding. [his rod is 


threaded on each end, and any num 
ber of rods can be joined together 
\ special 


driving cap is used to avoid dam 


by means of a coupling. 


ing the threads. 

Grounding is affected bv so mau 
factors that it is impossible to treat 
all grounds alike and expect anything 
near consistent or similar results. 
Prevailing conditions in the field will 
often dete-mine the method of im 


provement employed but as a general 
rule our procedure for improving 
grounds is: first, connect to a wa 


ter pipe if it is available within 60 
feet; second, the use of sectional rods 
for deep grounding; and third, salt 
treatment. 


End Results of Program 


We have discussed the methods of 
improving grounds, but the method 
is only a means toward an end. Tests 
have proven that the resistance of 
grounds is being reduced, but let’s 
take a look at the end results. Some 
tvpe of operating record is necessary 
to enable us to check the results and 
to determine if the theoretical bene 
fits that good grounding promises arc 
ictually being realized. 

One good indication of the effec 
tiveness of grounding is the rate of 
distribution transformer fuse failure 
duc to lightning. In one area with 
205 transformers connected, the rate 
of transfo:mer fuse failures due to 
lightning for the three vears 


befoze 
ground improvements was 11.3, 10, 
and + per 100 transformers connec 
ted and for the three vears following 
ground improvement the rate was 1.2, 
1.8, and .8. Another area with 259 
transformers connected shows 7.1, 
11.3, and 3.4 for the three years 
before improvement as compared to 
1.6, 1.4, and 1.4 for the three vears 
after improvement 

In order to make a more accurate 

Continued on page 50 





Official Code Interpretations 


Interpretation No. 311 
Issued Nov. 26. 1948 
(Corrected) 
Section 2003—Circuits 
from Auto-Transformers 


Derived 


Statement: Interior lighting circuits 
are energized by 200 volt, three-phase 
Delta connected generator, unground 
ed. 

Question: Is it the intent that Sec 
tion 2003 be interpreted as prohibit- 
ing the use of an auto-transformer for 
deriving a 110 volt supply to the 
lighting circuits? 

Finding: Yes. 

Interpretation No. 331 
Issued Oct. 5, 1949 


Article 110—384—Accessibilitvy Re- 


quired in Cubicles 


Statement: Service entrance equip- 


ment for the power supply to an in 
dustrial occupancy is housed in a sheet 
metal cubicle having appropriate com 
partments enclosing meters and re 
lated instruments and six other com 
partments within which the load is 
subdivided and controlled by indivi 
dual circuit breakers. The cubicle is 
made up on an angle iron frame with 
sheet steel panels at sides and rear. 
The cubicle is located so that the spac 
ing of its back wall from the masonry 
of the building wall is about 3 inches. 
No means are provided for access for 
inspection, testing, and maintenance 
of equipment within the cubicle with- 
out exposure to current-carrying parts, 
unless the connection of the service 
entrance conductors to the utility sup- 
ply outside the building is opened. 

Juestion: Is it the intent of appli 


~— 
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cable Sections of Articles 110 and 384 
of the 1947-9 edition of the National 
Electrical Code that such accessibility 
be provided by the specified separa 
tions at the rear of the cubicle from 
the building wall? 


Answer: Yes. 


Interpretation No. 338 
Issued Sept. 20, 1949 


Section 4192 — Control—Electric 
Discharge Lamps, Electric Stairways 


Statement: An_ electric — stairway 
(escalator) installation employs glass 
balustrade panels through which illu- 
mination is supplied by electric dis 
charge lamps installed in conformity 
with Section 4191 of the 1947 edition 
of the National Electrical Code. The 
primaries of the tube transformers are 
subject to contacts on the stairway 
control switches so that they are alive 
only when the stairway is running 
Overcurrent protection of these pri 
mary circuits is independent of stair 
wav control overcurrent protection but 
will be subject to (1) the stairway dis 
connect in addition to (2) the discon 
nect specified in Section +192 of the 


Code. 


Ouestion: Will the foregoing plan 
of protection be acceptable in lieu of 
a relay, as recommended in Section 
6011 of the Code 


Answer: Yes—subject to the limita 
tions of Section 6201, other applicable 
provisions of Article 620, and_ those 
described in the introduction of the 
Code, see Paragraph Code arrange 
ment. 


Interpretation No. 339 
Issued Oct. 21, 1949 


Article 610—Section 6121—Con 
tact Conductors 


Question 1: Who is to determine 
that a person is “qualified” and on 
what basis? 


Answer: The authoritv enforcing 
the Code should be satisfied that the 
individual has had training under 
skilled and responsible supervision and 
also personal experience working un 
der the electrical conditions in which 
the hazard arises. 


Question 2: What is meant by the 
term “Isolation by elevation?” 


Answer: Conformity with the pro 
visions of paragraph c of Section 1112, 
and paragraph c of Section 1113 of 
Article 1 of the Code. 


Question 3: What constitutes “pro 
vided with suitable guards.” 

Answer: Physical barriers accom- 
plishing the horizontal spacings set 
forth in Section 1112, paragraphs 1 
and 2, in a manner acceptable to the 
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authority enforcing the Code. 

Question 4: What is the intent of 
the term “special means of access” in 
the National Electrical Code defini- 
tion of “Isolated’’? 


Answer: “Accessibility” and “‘readi- 
ly accessible’ imply a need for per- 
forming promptly an indicated act; 
for example, see Section 4411 of the 
Code. However, to be “isolated”’ and 
therefore not ‘‘readily accessible” has 
a different safeguarding purpose and 
does not imply that the use of port 
able ladders may not defeat that pur 
pose. 

Question 5: What consideration 
may be given “Warning” or “Keep 
Out” notices as providing the con 
tact conductors with suitable guards 

Answer: The texts of the articles in 
the several editions of the National 
Electrical Code that applv to Isolating 
or Guarding Contact Conductors of 
Cranes make no mention of this sup 
plementary safeguarding method 

Interpretation No. 342 
Issued Oct. 5, 1949 

Section 4125—4150—End to End 
Fixture Bodies 

Question: Do Sections +125 and 
4150 recognize the use of nipples o1 
short straight sections of metallic race 
ways as forming the specified end to 
end design of fluorescent fixture 
bodies? 

Answer: No. 

Interpretation No. 343 
Issued Oct. 5, 1949 

Section 2434 

Feet Long 


laps Not Over Five 


Statement: Paragraph Section 
2434, (1947-9 National Electrical 
Code)—Taps not over 5-feet long. 
Ihe initial proposal for the practice 
which this paragraph recognizes was 
concerned with vertical risers in a 
wiring shaft of a multi-story building 
and the supply and distribution of 
current protection at this point in 
stead of the relatively inaccessible 
point within the shaft. 


Question No. 1: May the _ taps 
specified in this paragraph, when run 
in conduit or electrical metallic tub 
ing from an open or metal-enclosed 
bus, supply independently mounted, 
enclosed, externally operable fusible 
switches and/or circuit breakers? 


Answer: Yes. 


Question No. 2: How many such 


switches or circuit breakers may be 


served from a bus, as in Question 1, 
when the specified limitations in para- 
graph c are satisfied? 


Answer: The number is not limited. 


Question No. 3: Is there a con 
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flict in the test of paragraph c with 
respect to enclosure of conductors of 
the tap, “except at the point of con- 
nection to open wires on insulators?” 

Answer: No thought of conflict 
need be entertained in view of the 
original application of this provision 
for locating overcurrent protection at 
the load end instead of the supply 
end of the tap. 


News Notes 
From [AEI 


At the request of a number of 
Southern Section members residing in 
Alabama, preparations for a State 
Chapter are now in progress. It is 
hoped to arrange an organizational 
meeting in the verv near future 


The Florida Chapter Executive 
Committee will meet with Chairman 
George Cash at an carly date for pre 
liminary plans for the 22nd annual 
meeting of the Southern Section in 
Daytona Beach, October 16, 17, 18 
1950 


Chairman G. G. Griffin, of the 
Southern Section Membership Com 
mittee is planning a vigorous campaign 
for Co-operating Memberships. Mem- 
bers of his committee have a compara 
tively virgin field for 1950 activities. 


Preparations for the transfer of the 
lennessee Chapter to the Southern 
Section have been completed; in fact, 
several new applications have already 
been processed. A hearty welcome 
from the Southern Section is extended 
to members in Tennessee. 


* % 


Ihe question has often arisen, re 
ports C. §. Whitaker, chief electrical 
inspector of Durham, N. C., as to 
just how much of a fire hazard neon 
outline wiring constituted. It may 
be of interest to inspectors and others 
to know that within one hour in 
Durham, N. C., we had two fires in 
widely separated locations originating 
from neon outline lighting. Both 
fires were answered by the Fire De 
partment. In the more serious cas¢ 
neon sign outline lighting was located 
on a metal clad building. Upon in 
vestigation it was found that the 
high tension wires had become loos 
ened, either from vibration or wind, 
from their supports, had arced to the 
g-ounded metal, and had ignited the 
timbers supporting the metal sheath. 
This may justify what a number of 
inspectors have been requesting for 
some time, that is, that better sup 
ports be provided for high tension 
cable. 
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Our Way of Life 


| -and How to Keep It? 


by George S. Benson 


President, Harding College 
Searcy, Arkansas 








WHY AMERICA IS 
ENDANGERED 


Why ts 1T that America is just one 
national crisis away from state so 
cialism? How is it that we have 
come to this tragic place, despite the 
fact that we have given to our pco 
ple, through the American produc 
tive system, the highest standard of 
living that any section of the human 
race ever knew? I would like to ad 
vance what I think are three clear 
cut reasons. 

First, we have been too busy. No 
body ‘has instructed each oncoming 
generation about the degree of ow 
achievements nor about the why of 
our productive system. Nobody has 
undertaken this task, our educational 
people least of all. No generation 
has ever failed so miserably to teach 
its traditions to its children. The 
result is that we are growing up a 
generation that does not understand 
nor value our productive system. We 
ire therefore not dedicated to its 
preservation. 


The “Fifth Column” 


On the other hand, there is a 
sizeable army working to destroy our 
freedoms and liberties. Besides the 
1,300 Communists said to be in this 
nation from the iron curtain coun 
tries, it is believed that 800 Ameri- 
can converts have been trained in 
the “school for revolution” near th« 
Kremlin and returned to America 
There are from 80,000 to 100.000 
Communist party members in this 
country, although they do not carr 
cards and will denv thev are Com 
munists if asked 

In addition to the Communists. 
there are several hundred organiza 
tions that have been officially classed 
as affiliated or ‘front’? groups for 
the Communists. All of them are 
working heartily to discredit the prof 
it system, and to discredit private 
ownership of property. When no 
body much is working to sell oncom- 
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ing generations on our way of life 
and this great army is working against 
our way of life, it is easy to under 
stand why we are drifting dange1 
ously. 


False Leaders 


In the third place, we have let 
ourselves be fooled by shrewd poli 
ticians. There are a great many of 
our political leaders who are follow 
ing the example of a great maste1 
politician who desired to be elected 
again, and again. He knew how, too! 
With both ears to the ground, these 
present politicians conclude that the 
“gimme, gimme’’ crowd has the most 
votes. Accordingly, they chose to 
travel the “gimme” trail to power. 

It is that spirit which leads to de 
mands for federal aid to public 
schools in every state in the Union. 
The same spirit urges socialized 
medicine for all the people of the na 
tion. It continues to advocate rent 
controls when all need for such con 
trol has disappeared. You see, there 
are votes to be had by making some 
12 million families think the gov 
ernment is giving them rent below 
the market value. 


Hold This Heritage 


My conviction is that unless th¢ 
present generation is resold on the 
fundamentals of our way of life, state 
socialism will be here within anothet 
generation. With it will come the 


Editor’s Note: Business men need 
to shake off the mantle of com- 
placency and take positive action 
to help preserve our free enterprise 
system with its productive methods, 
high standards of living, and per- 
sonal liberties. Many will agree 
with Dr. Benson’s timely comment 
but this is not enough — carry 
these convincing facts to your em- 
ployees, your business associates, 
and your friends. An aroused pub- 
lic can reverse the trends toward 
state socialism and bureaucracy. 


deadening hand of bureaucracy that 
will retard our production by at least 
50 per cent. This lowered produc 
tivity could in turn push down wages 
by 50 per cent and send our high 
living standards to the bottom of the 
chart. 

For the sake of our children’s chil 
dren, it is exceedingly imperative 
that we hold fast to the fundamentals 
of our American heritage. Doing so, 
we can go on upward, supplying the 
guiding light to freedom loving peo 
ple who yet remain upon the earth. 
The world can ill afford to have 
America lose her heritage. Unless 
we are willing to see to it otherwise, 
the deadening hand of stateism in 
America can usher in another Dark 
Age! 

WANTED: A Crusade 
For America! 


Chere are enemies of our American 
heritage. Some men have been work 
ing for a generation to destroy the 
productive ability that America has 
built. Communism hates freedom 
of opportunity, hates competition, 
hates private management, hates the 
idea of private investment in tools 
Propagandists of this sort started 
working hard in our country right 
ifter World War I, and they were 
bent upon the destruction of all these 
things, one way or another. 

Expertly directed, these propagan 
dists did not start out by telling peo 
ple they should be Communists, noi 
did they tell people to overthrow the 
American wav of life. But they did 
begin, very shrewdly, to lay a founda 
tion that they hoped would bring 
things within a generation to the 
point where they could publicly ad 
vocate the overthrow of our way of 
life. ‘They have desperately near suc 
ceeded. The threat is serious 


Experts Testify 


J. Edgar Hoover is better qualified 
than anybody in America to speak 
on this subject. He has said: “One 
of the two major problems facing 
this nation is the subversive propa 
ganda aimed at the destruction of 
our wav of life.” Gen. Marshall has 
summarized it this way “We are 
faced with the danger of the actual 
disappearance of Western civilization 
upon which our government and our 
way of life are based.” 

Another great American, President 
Eisenhower of Columbia University. 
wrote last June: “I firmly believe 
that the army of persons who urge 
greater and greater centralization of 
authority and greater and greater de 
pendence upon the federal treasury 
are really more dangerous to our form 

(Continued on page 49) 
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SIGHT 


. OUT OF MIND 


DIRECT UNDERGROUND INS‘ 


YOU AVOID ALL THE EXPENSE of 
underground duct systems with 
Roebling Parkway Cable. It’s laid di- 
rectly in an economical two- or three- 
foot trench And as soon as it’s out of 
sight, your problems are over. Wind 
and weather can’t bring service troubles 
————WRITE OR CALL THE ROEBLING 

ROEBLING OFFICE 


Atlanta, 934 Avon Ave. ® Boston, 51 Sleeper St. * Chicago, 5525 W Roosevelt Rd. * Cleveland, 701 
St. Clair Ave., N. E. ® Denver, 1635 Ith St. ®* Houston, 6216 Navigation Blvd. * Los Angeles, 216 
S. Alameda St. ®* New York, 19 Rector St. ® Philadelphia, 12 S. 12th St. * Pittsburg 

. W. 14th Ave. ® San Francisco, 1740 17th St. * Seattle, 


Ave. * Portland, Ore., 1032 


Roebling 
Parkway 


. metallic armor or a non-metallic 
Roeprene sheath assures safe physical 
protection. 

Roebling Parkway Cable is being 
widely adopted for series street light- 
ing, parkway boulevard lighting, traf- 
fic signal, fire alarm, flood lighting, 


FIELD MAN AT YOUR NEAREST 
1ND WAREHOUSE 


W. North 
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ALLATION CUTS COSTS 


railroad yard, signal and other ty pes of 
circuits. It can be supplied in single and 
multiple conductor types—either solid 
or stranded—in a range from 600 to 
5000 volts. 

Have your Roebling distributor or 
Roebling branch office help select the 
best cable for your special needs. John 
A. Roebling’s Sons Company, Trenton 


2, New Jersey. 


ROEBLING 


w A CENTURY OF CONFIDENCE * 
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COIL PROTECTING 
SPILL GAP 





RELAY COIL 





34 
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CIRCUIT 
INTERRUPTING 
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The only full size OCR 
on the market today 


MORE OIL 
DESIGNED and constructed for the increased loads of HEAVIER CONTACTS 


tomorrow this OCR has many advantages for the far- 
sighted user. The larger physical dimensions provide such LARGER BUSHING 
desirable features aS: e*\eeeee ene eeeeee eee © © & @ GREATER CONTACT 


SEPARATION 

nance trips. This larger automatic OCR is available with time current TWO FULL RATED 
characteristics that permit replacement of any OCR on your line : 
today. Operating characteristics charts are available—just specify the NEMA LIGHTNING 


rating in which you are interested when making your request. ARRESTERS 


All of which means better line protection and less frequent mainte- 


JAMES R. KEARNEY 
CORPORATION 


4224-42 Clayton Ave. 
St. Louis 10, Mo. 


Canadian Plant * Guelph, Ontario 








JAMES R. 


RNEY |} 


CORPORATION 
ST. LOUIS, MO. 


Better Construction - GAFER Maintenance 
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(Additional items will be found on page 72) 


250—Electrical Apparatus. The Trumbull Electric Mfg. (Co., 
Plainville, Conn., has recently issued a condensed general cata- 
log, ‘““Trumbullist”, which gives complete information on electri 
cal control apparatus. 


251—Infrared Lamps. An 8-page folder, “Drying Problems 
Made Easy”, listing the advantages of the Dritherm Carbon 
Lamps is available from the North American Electric Lamp 
Company, 1041 Tyler St., St. Louis, Mo. This folder includes 
a complete description of how Infrared Radiant Energy with 
Nalco Dritherm Carbon Lamps provides fast, effective heat. 


255—Paragon Timers. A folder of up-to-date bulletins on 
available timers and their prices is offered by the Paragon Elec- 
tric Company Two Rivers, Wisconsin, manufacturers of elec 
trical equipment. Such items as industrial timers, self-lubricat 
ing time switches, and many others are described and illustrated 
in this folder. 


257—Lighting Equipment. This revised 8-page condensed cata- 
log, No. 945, describes the company’s line of engineered light 
ing and control equipment for schools, theaters, hospitals. 
churches, and stores, etc. Specifications, engineering details 
and list prices are included. This catalog is available from 
Hub Electric Co., Department “ES”, 2219 West Grand Ave.. 
Chicago 12, Illinois. 


259—Electrical Equipment. The latest edition of the Federa 
log has just been issued by Federal Electric Products Co., 60 
Paris St., Newark 5, N. J. This profusely illustrated catalog 
contains complete details of Federal’s newest motor controls, 
safety switches, service equipment, circuit breakers, panelboards. 
switchboards, and busduct. 


261—Electric Motor Parts. A 112-page illustrated catalog of 
electric motor and controller parts is now available from The 
Reading Electric Company, Inc., 102 Park Row, New York 18, 
N. Y. This bulletin lists everything used by the electric motor 
repair shop. 


262—Fluorescent Lighting. Smithcraft Lighting Division, 
Chelsea 50, Mass., has just issued an interesting series of speci 
fication sheets, each portiaying a single Smithcraft fluorescent 
fixture and providing pertinent technical data to assist engi 
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Gentlemen: 


Please send me bulletins indicated below. 
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neers, jobbers, contractors and purchasing agents. ‘These sheets 


are available upon request. 


264—Time Switch. Sangamo Electric Co., Springfield, IIl., 
offers their 4-page Bulletin 1050 fully describing the new, ex- 
ceptionally small Type S Time Switch. 


274—Electrical Devices. Catalog No. 38, issued by the Effi- 
ciency Electric Co., East Palestine, Ohio, contains a listing of 
the electrical devices for conduit, wire, and cable suspension 
manufactured by this company. 


276—Lighting Fixtures. A complete line of decorative resi- 
dential lighting fixtures as well as an outstanding commercial 
fluorescent series are described in Catalogs No. 48 (Residential) 
ind No. VF-48 (Commercial). Copies may be obtained from 
— C. Virden Co., 5905-6103 Longfellow Ave., Cleveland, 
io. 


280—Electrical Maintenance. Available immediately is a new 
48-page reference and instruction booklet issued by the Ana- 
conda Wire and Cable Co., 25 Broadway, New York 4, N. Y. 
Entitled ““Wire Ahead,” this book covers a variety of problems 
encountered in electrical system maintenance. 


281—Wiring Connectors. A complete new catalog on_vanri- 
ous new wiring connectors has been issued by the Jasper Black- 
burn Products Corp., St. Louis. The — also contains 
much detailed information not heretofore available to users. 


282—Cords and Cables. The Simplex Wire & Cable Co., 
has just issued an attractive 68-page catalog giving descriptions 
of the Simplex-Tirex portable cords and cables. Complete in- 
formation on splicing is also included, as well as a_ pictorial 
section on applications. It may be obtained from 79 Sidney 
St., Cambridge 39, Mass. 


284—Electrical Specialties. A catalog, No. 43, showing their 
complete line of electrical specialties is available from McGill 
Mfg. Co., Inc., Box 650, Valparaiso, Ind. Included is descrip- 
tive data on the many sizes and types of Levolier switches and 
McGill portable and vaporproof lamp guards. 


286—Porcelain Insulators. A loose-leat catalog of porcelain 
insulators and pole line hardware is available from Illinois Elec- 
tric Porcelain Co., Macomb, Illinois. In addition to the 
pages of product specifications, the catalog contains a special 
section of useful tables. 


287—Condensed Lighting Catalog. This 8-page descriptive 
bulletin issued by Pittsburgh Reflector Co., 450 Oliver Bldg., 
Pittsburgh 22, Pa., describes in detail the most popular items 
in the Pittsburgh line of fluorescent and incandescent lighting 
equipment. Each item is fully illustrated and cataloged, and 
many are accompanied by installation drawings. 


290—Receptacles, Plugs, and Connectors. Russell & Stoll 
Co., Inc., 125 Barclay St., N. Y., has released a bulletin No. 
EL-4-46, describing the new Ever-Lok receptacles, plugs and 
cord connectors for 30 amperes, 440 volts, a-c. Typical uses 
are for heavy duty industrial purposes. 


296—Building Wire. A fully illustrated 48-page booklet call 
ed “Hazard Building Wires” is now available from the Hazard 
Insulated Wire Works Division of The Okonite Co. The ma- 
nual contains complete engineering information on the many 
types of wire and cable required by the building industry. 
Tables showing dimensions and weights of all cable construc- 
tions are included. 
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New free booklet tells how to 


uncover hidden profits! 


THIS BOOKLET COVERS ALL 
THESE PHASES OF LIGHTING MAINTENANCE! 





Personnel and their 
remuneration 


Disposal of Inoper- 
ative lamps 


How to get started 

What your mainte- 
nance customer 
wants 


Operating schedules Replacement starters 


Emergency calls Inspections 
How to sell your 


service 


Contract considera- 
tions 


The cleaning crew 


Group replacement 


Inventory of lamps 


Estimating costs 


Individual lamp 
replacement 


You can put your confidence in— 


GENERAL @@ ELECTRIC 


ELECTRICAL SOUTH for DECEMBER, 1949 


NE of your most promising new sources 
O of profits these days is lighting mainte- 
nance! And General Electric has a new free 
booklet to help you cash in! Lighting Mainte- 
nance is a rapidly growing field because most 
prospects aren’t prepared to maintain today’s 
modern lighting equipment. Many are learn- 
ing that dirty lamps and fixtures rob them of 
light they’re paying for. They'll welcome a 
good maintenance service. And every store, 
office and factory is a prospect. 


YOU PROFIT TWO WAYS 


A lighting maintenance service is a money- 
making addition to your other electrical 
work. It brings in a steady income, and can 
grow into big business. In addition, regular 
service calls make you the firm customers 
think of first for other electrical work. 


HOW TO GET STARTED 


To help you get a good start in this fast-grow- 
ing business, G-E lighting men have written 
a complete lighting maintenance manual. Its 
20 pages are packed with helpful information 
on how to set up cleaning schedules, make 
repairs, estimate costs and handle many other 
important details. If you want all the profits 
that lighting maintenance can bring you, this 
booklet is a must. Send in the coupon today 
and get your free copy while the supply lasts. 


[PLANNED LIGHTING SERVICE] 


GEnenar £ erectarc 





{Ue keep them burning Frightr 


Use this emblem, It's the sign of 
a lighting maintenance expert 
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| FREE BOOKLET! LAMP DEPT., GENERAL ELECTRIC | 
7 CO., NELA PARK, CLEVELAND 12, OHIO, DIV. 166-ES12 
l Please send me your free booklet, "‘An Operating | 
| Manual for Lighting Maintenance Companies’, | 
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Executive Changes for 
Alabama Power Co. 


IMPORTANT CHANGES were made in 
the executive management of the 
Alabama Power Company at a re 
cent meeting of its board of directors. 
The board created a new position, 
that of chairman of the board, and 
elected Thomas W. Martin, long 
identified with the company as presi 
dent, to fill the new position. 

At the same time, James M. Barry, 
a director and general manager of the 
power company since 1932, was 
named president ‘to succeed Mr. Mar- 
tin. 

L. M. Smith, a vice-president of 
the company, who has been in charge 
of public relations, was made general 
manager. At the same time, the 
board of directors elected EF. C. Eas 
ter to the position of vice-president 
in charge of sales. He had been 
serving as sales manager since last 


April. 


OG&E Elects 
New President 


THE BOARD of directors of the Ok 
lahoma Gas and Electric Company 
has elected Donald S. Kennedy as 
president of the company succeeding 
George A. Davis. retired. The change 








Among the southern utility executives on hand for a pre- 
view of the G-E traveling lighting clinics at Nela Park 
were those shown here examining some of the many ex- 
hibits. In the photo at left, Charles M. Broad, of Mississippi 
Power and Light Co., Jackson, in the Pittsburgh Reflector 
booth with Marvin E. Walker, of the Pittsburgh firm. At 


center, E, C. Easter, left, vice-president of Alabama Power 


38 





Donald S. Kennedy 


became effective December 1. 

Mr. Kennedy was emploved as a 
clerk by the OG&E in July, 1923, 
coming directly from the University 
of Arizona with a degree in account 
ing and economics. He worked in 
various capacities in the Oklahoma 
City office until July, 1925, 
he was named Eastern Division audi 
tor with headquarters at Muskogee, 
Oklahoma. 

In November, 1940, he was re 
turned to Oklahoma City as assistant 
treasurer and in January, 1942, was 


when 
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elected treasurer. ‘The following May 
he became vice-president and member 
of the board of directors. In Octo- 
ber, 1948, he was elected executive 
vice-president, which position he oc 
cupied when elevated to the presi 
dency. 

The retirement of General Davis 
is in fulfillment of the company’s 
policy that all members of the organi 
zation retire upon reaching the age 
of 65 years. He had been president 
of the company since January 1, 1942, 
succeeding the late J. Ff. Owens. Gen 
eral Davis came with OG&F. carly in 
1920. He served the State, without 
pay, as adjutant general under 3 Goy 
ernors. Also, he served one term as 
department commander of the Am 
erican Legion. He will remain a 
member of the board of directors of 
OG&E and will devote much _ tim¢ 
developing his farming interests. 


Utility Men Preview 
G-E Lighting Clinics 


A PRIVATE PREVIEW of the G-] 
Traveling Lighting Clinics highlight 
ed the annual meeting of General 
Electric and the portable lamp and 
shade makers held in November at 
Cleveland, Ohio. Some 50 represen 
tatives of this business group attended 
the event. 

The meeting, sponsored by General 
Electric Company's lamp department, 
was held at the G.E. Lighting Insti 
tute, Nela Park, in the morning, and 
at ‘Tudor Arms Hotel in the after 
noon. E. D. Strvker, manager of 
utility sales and fixture promotion for 
the lamp department, served as pro 
gram chairman. 





Co., looks on while Alston Rogers, of the G.E. Lamp Dept.. 
explains how tungsten filaments are spun. At right, three 
utility executives from the biggest state in the U.S. look 
over the biggest lamp (50 kw) in the world. They are, 
left to right, L. W. Park, L. E. Davis, and W. H. Merrick, 
Jr., all of Texas Electric Service Co., Fort Worth. 
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HUBBARD 
LEVELITE 





Pn urs aa ee 


The Hubbard LEVELITE has been designed to provide 
a much needed flexibility on street lighting installa- 
tions. Luminaires may be leveled or purposely tilted 
in any direction, and permanently locked in that 
position. Many problems in lighting can be solved 
by this fixture. Poles which are set some distance in 
from the curb might require a tilt away from the pole 
to throw more illumination to the roadway. Special 
conditions such as building obstructions, landscaping, 
consisting of trees which it is preferred not to trim, 
and instances where unforeseen changes occur after 
lines are in service can usually be handled in a 
practical manner by LEVELITE flexibility. 


Mechanical working of the Hubbard LEVELITE is 
explained by the illustration at the right. A ball and 
socket movement is used, effectively sealed by a lead 
gasket. Rigid setting in position is maintained by a 
single ‘‘spearhead”’ bolt and lock nut. Changes may 
be made easily and quickly before, during or after 
installation. 


A most popular combination is the HUBBARD 
LEVELITE and the new HUBBARD UPSWEEP Street 
Lighting Brackets. Write for a copy of the Hubbard 
Linebuilder describing these Brackets if you have not 
already received a copy. 








Spearhead Lock —> 
Bolt holds Lamp 
solidly in any 
desired position 


Lug limits 
Pipe Rotation of 
Fitting Ball, thus 
. preventing 
4 injury to 
4 * Cable 
; é 
Ball and Socket : L 
Arrangement with ee on 
Gasket seals out E itting 


all moisture 
A MAXIMUM SWING OF 34° IS POSSIBLE IN ANY ONE 


DIRECTION, 17° IN ANY DIRECTION FROM THE VERTICAL, 
OR CENTER LINE OF THE LEVELITE. 











For Pipe Arm Luminaire Approximate 

Stock No. Nominal Size— Attachment Shipping Wt., 

Inches Thread—tinches Lbs., 100 Pes. 
3279 114 11; (pipe) 563 
3281 2 11; (pipe) 900 
3282 2 2 = (pipe) 944 





HUBBARDanno COMPANY 
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W. C. Brown, manager of the lamp 
department’s engineering division, 
opened the morning session with a 
discussion and demonstration of re- 
cent developments in lamps and in 
lighting techniques. “Your Place in 
the G-E Sales and Distribution Pro- 
gram’ was the subject of an address 
by P. D. Parker, general sales man- 
ager of the lamp department. “How 
G-E Advertising and Promotion Are 
Developing Your Markets,” was the 
topic of a presentation by W. H. 
Robinson, Jr., manager of the depart- 
ment’s advertising division. 

The entire afternoon was devoted 
to the preview of the traveling light 
ing clinics, described as being ‘“‘the 
most revolutionary approach to the 
lighting sales problem since the in 
troduction of the fluorescent lamp.” 

Each of the traveling clinics will 
have its complete demonstration 
equipment as well as suitable arrange- 
ments for showing the large numbe1 
of fixtures involved in portraying the 
proper equipments for the various 
lighting applications. A lighting en 
gineer and his assistant will accom 
pany each clinic. They will be joined 
in the various territories by the local 
G.E. Lamp Department lighting engi 
neer. Some of the talks and discus 
sions will be presented by them; oth 
er presentations by the lighting. staff 
of the electric utility company spon 
soring the clinic. 


It is expected that the instructive 
nature of the various talks, combined 
with the demonstrations and discus 
sions covering the lighting equipments 
especially applicable to the places un 
der consideration, will prove to be a 


powerful attraction. 

There will be complete demonstra- 
tions showing the good and bad fea- 
tures of schoolroom lighting; realistic 
demonstrations of the many ways 
light can be used to sell merchandise; 
displays and discussions on industrial 
and office lighting; and a complete 
graphic demonstration story on home 
lighting. 


Gibson Company 


Adds New Wing 


THe Greson Manufacturing Com 
pany, Atlanta, Ga., fluorescent fixture 
manufacturer, recently added a large 
two-story wing to its plant, which 
now has over 25,000 square feet of 
floor space. 

Gibson produces several lines of 
commercial and industrial fixtures in 


various price ranges. All types are 
manufactured to mect highest light 
ing standards. ‘The firm’s most re 


cent development is the Highlander 
No. 5200. It has an over-all efficiency 
of nearly 80% and features full depth 
inctal louvers with translucent side 
panels of Polystyrene. This new fix 
ture is cnginecred to provide low unit 
cost and is especially casy to install 
and maintain. 

‘This comparatively voung firm has 
followed the “grow with your busi 
ness” axiom. In 1943, R. R. Gibson, 
a voung Iowa business man, bought 
out a sound technician’s business on 
Venth Street, in Atlanta, and started 
making fluorescent lighting fixtures. 
W. FF. Nelson, an Atlanta’ broker, 
jomed him in 1945, with Gibson as 
president, and Nelson as_ vice-presi 





This air view shows the attractive manufacturing facilities of the Gibson 
Manufacturing Co., Atlanta. The rear portion of the building is a new sec- 
tion just completed which more than doubles the floor space of the plant. 
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LAWSON HEADS NEMA—C, T. 
Lawson, at left, vice-president in 
charge of sales for Kelvinator Di- 
vision of Nash Kelvinator Corp., 
receives congratulations on __ his 
election as president of the Nation- 
al Electrical Manufacturers’ Assn.. 
from B. W. Clark, retiring presi- 
dent. Mr. Clark is vice-president 
of Westinghouse Electrie Corp. 


dent of the Gibson Manufacturing 
Company. ‘Their business grew until, 
in 19+46, they built their present mod 
em plant at 1919 Piedmont Circle, 
N. E., in Atlanta. 

Now they have expanded again, 
with a “wing” which is larger than 
the original building, and they are 
still growing. Some 5,000 Gibson 
louvered fixtures provide light in At 
lanta and Fulton County schools. ‘The 
Georgia Institute of Technology re 
cently installed Gibson fixtures in its 
A. French building after they met 
strict lighting standards. Mlarkets 
have been developed throughout th« 
South and Southwest. Gibson fix 
tures are now handled by manufa 
turer's agents in Vicksburg, Miss.. 
New Orleans, La., Houston and Dal 
las, ‘Texas, and Pasadena, Cal. 


Charleston Firm 
Moves Quarters 


NEW CONSOLIDATED display rooms, 
offices, and warehouse of McDaid 
Electrical Supply Co., 35 Havne St.. 
Charleston, S. C., have been open- 
ed recently. 

Ihe firm specializes in filling re 
quirements for lighting fixtures, elec 
trical supplies, and appliances. Latest 
designs in residential, commercial, 
and industrial lighting equipment are 
displayed in a modern show room. 

Such nationally known lines as 
Lightolier, Moe Brothers, Sunbeam 
General Mills, Rittenhouse, and 
others are on display for inspection. 
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the greatest Ly, Developmen since the fluorescent lamp 





custom-fits any 
commercial interior — 
at no more than the cost abner 


of ordinary fixtures! 
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exclusive MODULE plastic 
louver provides 40° transverse and 





longitudinal cutoff. Lamps ore aii 
mecciniaireb my et 

a Beso these 4 low-cost modules are the “building blocks” 
Ase. of a perfect custom-fitting lighting installation . . . 


they fit together perfectly end to side ES end to end Zé 
side to side cE .- to form more than 50,000 different lighting patterns Ss, 


... to fit any ceiling shape or size $ . te . +. mixing all 


light sources —a in one harmonious system... with 


ww will7y, 


equal brightness throughout ~>> J=— (no dark sides or ends)...so you 
“7 f / \> 
can put the light where it is needed! Only MITCHELL makes MODULE 


MITCHELL MANUFACTURING COMPANY 
2525 N. Clybourn Ave., Chicago 14, Illinois 


Send free 20-page brochure describing MITCHELL MODULE. 
















Firm Name. 


Address 
ts = City Zone State. 


REG. U.S. PAT. OFFICE Attent 














Permanente Adopts 
Name of ‘‘Kaiser”’ 


THE PERMANENTE Metals Corpo- 
ration has announced that its stock 
holders approved a change in its cor 
porate name to Kaiser Aluminum & 
Chemical Corporation in order to 
achieve a closer identification with 
its principal products—Kaiser Alum 
inum and Chemicals. 

In addition, the corporation’s whol- 
ly owned sales subsidiary, Permanente 
Products Company, will Le re-named 
Kaiser Aluminum & Chemical Sales, 
Inc. 

Henry J. Kaiser, president, told the 
annual stockholders’ meeting Monday 
that Kaiser Aluminum orders received 
for November have set an all-time 
record and that the total volume of 
aluminum to be shipped this month 
will be the greatest for any one 
month in the company’s history. 

Mr. Kaiser stated that commercial 
sales of Kaiser Aluminum rose ap- 
proximately 60 per cent in Septem 
ber, and that October volume went 
up more than 35 per cent above 
September. At Newark, Ohio, the 
company produced 4,500,000 pounds 
of electrical conductor in October. 


Duro-Test Introduces 
Double Cathode Lamp 


\ COMPLETELY NEW _ fluorescent 
lamp, claimed as the most impor 
tant advance since the first develop 
ment of this efficient type of electric 
lighting, has just been announced by 
president of the 


Walter 


Simson, 


Duro-Test Corporation, North Ber- 


gen, N. J. It is called the Duro-Test 
DXC for double extra duty. 

The lamp features a patented dou- 
ble cathode in place of the single 
cathode of ordinary fluorescent 
lamps. Another first in this lamp is 
a new type of phosphor powder, 
which is certified beryllium free. ‘The 
manufacturer reports that it gives a 
greater lumen output on the same 
wattage, and reduces the discolora- 
tion to which old style lamps are 
subject. 

The cathode is the heart of a fluo- 
rescent lamp and the double cathode 
is like having two hearts to do the 
job of one. With the DXC the wear 
on one cathode is spread over two, 
which lengthens the life of the lamp. 
(he double cathode construction also 
provides twice the surface area for 
twice the amount of emission coat 
ing. An ingredient has been added 
to the emission coating which consid- 
erably reduces discoloration through- 
out lamp life. 

The new DXC lamps have a life 
rating of 10,000 user hours, twice the 
life of the Duro-Test long 
life fluorescent lamps. 


forme! 


Georgia Section, LES, 
Hears George Taylor 


Gurst SPEAKER at the regula 
monthly meeting of the Georgia Sec 
tion, IES, held in Atlanta, on No 
vembet was George J. ‘Tavlor. 
After his introduction by Past 


Chairman O. M. Ruff, Mr. ‘Taylor 


took an appreciative audience through 





James Cox, Duro-Test vice-president in charge of engineering, in his labora- 
tory at North Bergen, New Jersey, working on details of the double cathode 
featured in the new DXC lamp. A large model of the cathode is shown. 
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DATES AHEAD 


Power Distribution Conference, 
Union Building, University of Texas, 
Austin, Texas, December 5-8, 1949. 


Fourth Annual National Farm Elee- 
trification Conference, Chicago, IIl., 
Stevens Hotel, December 21-22, 1949. 


American Institute of Electrical 
Engineers, Winter General Meeting, 
New York, N. Y., January 30-Feb- 


ruary 3, 1950. 


Illuminating Engineering Society, 
Southwestern Regional Conference, 
Adolphus Hotel, Dallas, Texas. Febru- 
ary 26-28, 1950. 


Illuminating Engineering Society, 
Southeastern Regional Conference, 


Henry Grady Hotel, Atlanta, Ga. 


March 6-7, 1950. 


National Rural Electric Co-opera- 
tive Association, 8th Annual Meeting, 
Stevens Hotel, Chicago, Ill... March 


6-10, 1950. 


National Electrical Manufacturers 
Association, Edgewater Beach Hotel, 


Chicago, Ill., March 13-16, 1950. 


Third Annual Conference for Pro- 
tective Relay Engineers, March 20-22, 
1950, Department of Electrical Engi- 
neering, A. & M. College of Texas, 
College Station, Texas. For further 
information write L. M. Haupt, Con- 
ference Chairman. 


National Association of Electrical 
Distributors, Annual Convention, Con- 
vention Hall, Atlantic City, N. J. June 
12-16, 1950. 


American Institute of Electrical 


Engineers, Summer General Meeting, 
Pasadena, Calif., June 12-16, 1950. 





‘‘Adventures in Industrial [lumina 


tion.” He presented lighting as onc 
of the tools of industry and compared 
it with various types of hand _ tools. 


With the aid of actual samples he 
showed how various tools were used 
to accomplish industrial 
tasks, and similarly how the lighting 
should be varied to fit specific opera 
tions. With lantern slides he dem 
onstrated how industrial lighting grew 
within the last half-century until it 
really came into its own during the 
last war. 

Chairman Jack Murrah presided 
over the mecting. Joe B. Browder, 
IES regional vice-president, announc 
ed that the Southeastern Regional 
Conference dates had been changed 
to March 6 and 7, 1950. 

Prior to the regular meeting, Her 
bert Reed conducted the monthly 
session of the Study Club. His sub 
ject was “Stage Lighting” and a very 
interesting discussion was held of the 
problem of lighting a high school 
auditorium stage. 


specific 
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G. E.'S NEW ALL-PURPOSE" 





Mr. J. Lindborg 


ae 
y easily 


From all parts of the country, enthusiastic reports are pour- 
ing in from users of G. E’s new general-purpose varnish G-E 
9574. 

Here’s a typical statement from J. Lindborg, owner and »@ e 
operator of AAA Electric Motor Service, Atlanta, Ga. 

© “Our experience has been that this varnish is as good as 

G. E. claims. It gives a good coat on every type of wire, bakes 
easily and dries to a tough coating that stands up perfectly 
in service. Also, this varnish works excellently with all types 
of coated wire and does not damage the insulation. We like 
the thinner, petroleum spirits, since it is cheap and can be 
purchased locally. 

“During the two years we have been using this varnish we 
have had no complaints from any of our customers concern- 
ing our work.” 


IF YOU HAVEN'T YET TRIED G-E 9574, get in touch with ’ yweee 
your local G-E Distributor, or write for our new bulletin to Wo 


Section 26-12, Chemical Department, Generali Electric 





Company, Pittsfield, Massachusetts. 


*G-E 9574 gives excellent results on all types aral-purpose p 
of coils except extra-high-speed armatures. | a tle 
It is one of G. E.’s complete line of electrical | grins 


insulating materials. | [ a3 q3 
Ya Catt te | (Gie confedlonce y™ a # 
GENERAL ELECTRIC 


CD49- M6 
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Wholesalers’ Meeting 
Plans Announced 


PRELIMINARY PLANS for the next 
annual convention of the National 
Association of Electrical Distributors, 
scheduled for the Convention Hall, at 
Atlantic City, June 12-16, 1950, were 
announced by the board of governors 
at the conclusion of its three-day 
ineeting. 

President D. M. Salsbury stated 
that the last convention attendance of 
more than 2300 members and guests 
was expected to be exceeded and 
that the Manufacturers’ Conference 
Booth Center, initiated last May at 
Cincinnati, would be repeated and 
on a bigger scale due to the industrv’s 
very favorable response. 

he convention will open on June 
12 with two-day sessions of the Ap 
paratus and Supply Division and be 
concluded on June 15-16 with meet 
ings of the Appliance Division. ‘The 
former meeting will be addressed by 
Robert E:dwards, president, Edwards 
and Company and a past president of 


NEMA; also N. J. MacDonald, vice 








ALLEN-BRADLEY SALES MEETING—New products and_ sales plans 
were features of a six-day sales convention of the Allen-Bradley 
Company held recently at Nippersink Lodge, Genoa City, Wis. A 
large delegation of sales representatives from the South and Southwest 
attended. From left to right: F. Ogdin, Knoxville, Tenn., L. P. Spoon, Jr.. 
Charlotte, N. C.. H. M. Wood, Baltimore, Md., J. F. Bowditch. Memphis. 
Tenn., W. R. Calverley, Atlanta, Ga., G. Mathews, San Antonio, Tex., 5. D. 
Lee, Houston, Tex., G. M. Lapointe, Baltimore, Md., W. S. Poole, Dallas. 
Tex., J. W. Elder, Tulsa, Okla., G. P. Robbins, Jr., New Orleans, La., D. B. 
Schell, New Orleans, La, R. E. Ward, Orlando, Fla., L. Stout, Litthe Rock, 
Ark., W. F. Wilson, Houston, Tex., J. K. Webb, Dallas, Tex., T. J. Salter. 
Tulsa, Okla., R, C. Morrison, Birmingham, Ala., C. G. Easterday, Jackson- 
ville, Fla., C. H. Stout, Litthe Rock, Ark., and L. P. Spoon, Sr., Charlotte, N. C. 


president, ‘Thomas & Betts Co. 

A special feature in conjunction 
with the Apparatus and Supply Di 
vision sessions, will be a presentation 





WIEGAND CEREMONIES—E. L. Wiegand, founder and chairman of the 
board, Edwin L. Wiegand Co.; A. P. Wiegand, senior vice-president; B. A. 
Fleming, vice-president in charge of sales; E. N. Calhoun, president (left to 
right), hold eight millionth electric range unit which company has produc- 
ed. They are seen at cornerstone-laying ceremonies for the company’s new 
modern five-story structure. This new building will add 73,000 square feet 
of space to the existing office, research, manufacturing and warehousing 
facilities of the company in Pittsburgh. 


od of lighting which will be sponsored 
of the latest and most efficient meth by the Industrial and Commercial 


Lighting Section of NIE-MA, of which 
\. F. Wakefield is chairman 

George F. Smith, president, Norg 
Division, Borg-Warner Corp., and J 
I’. Newcomb, sales manager, Appli 
ance Section, Westinghouse Electric 
Corp., will be guest speakers at thy 
meeting of the Appliance Di 
addition to another prominc 


SLOT ill 


Ct. 


Dreyfuss Opens 
Atlanta Branch 


Jules J. Dreyfuss’ Sons, manufac 
turers representatives of Miami, lla 
have opened an office and warchous¢ 
in Atlanta at 153 Forsyth St., S. W 
in order to provide distributors with 
better service on certain item Jack 
Drevfuss will be in charge of the new 
branch; Jules J. Drevfu ontinuc 
in charge of the main office at Mi 


ami. 


New Gesco Building 


At Charlotte, N. C. 


Orriciats of the General Electric 
Supply Corporation’s North Carolina 
district office, at Charlotte, recenth 
announced plans for construction of 
a new sales and warehouse building 
on the old Tugasee road near the 
city at a cost of $150,000. 

The building contract was awarded 
the Atlantic Building Company. 
Work will begin immediately, and 
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the Electric Supply Corporation can 
it by March 1. 

The structure will be a one-story 
modern building, with 30,000 square 
It will be brick 
The offices, which will 
private along three 
sides of the general structure, and a 
gencral office in the center, will be 
iir-conditioned. ‘The warehouse will 


occupy 


feet of floor space. 
and concrete. 


include offices 


be of modern design, and will contain 
imple and attractive display space for 
showing the appliances and equip 
ment handled by the concern. The 
latest type of fluorescent lighting will 
be used. 

Che building will have an attractive 
“crab orchard” brick front, and will 
1 Piedmont & Northern 


be served by 


Railway siding. It will have ,a truck 
loading platform with capacity for 
handling four trucks at a time. There 
will be ample parking space for the 
customers’ cars 

Until Januar 1, Charlotte was a 


part of th« 


district 
Plans for th« 


Richmond, Va., 


construction of this vast 


new warchouse at Charlotte reflect 
the confidence the officials at the 
headquarters office in Bridgeport, 
Conn., have in the future business 
outlook of this section of the Caro 


lina All the North Carolina branch 


es, located at Asheville, Raleigh and 
Greensboro yperate now under the 
FF ic f General Electric at Chat 
lot 
Power Company 
Merger Sought 
\ JOINT APPLICATION was filed on 
Novemb« + by the South Caro 
Power Company and the South 
( ol 1 Electr ind Gas Company 
th the Public Service Commission 
of South Carolina for permission to 
nbine t two utilitics into onc 
South Carolina Compan The an 


iouncement was made bv S. C. Mc 
Meekin, president of the FElectric 


nd Gas Company, which acquired 
the common stock of the power com 
inv in Mav, 1948 
The merger of these two com 


vanies will not affect the present 


ustomers in cithet 
innouncement 


rates charged to 
stated. 
On the other hand, it was pointed 
out that the move will greatly facili 
tate the financing of the $34,000,000 
construction program planned for the 
ombined companies 

“The proposed name of the new 
company is the South Carolina Elec 
tric & Gas Company. It was decided 
to retain this name rather than that 
of the South Carolina Power Com- 
pany because the Columbia _ utility 
has in excess of 30,000 stockholders 


territory, the 
+ 
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throughout the United States, includ- 
ing many residents of South Caro 
lina,” Mr. McMeekin said. 

“The combination of both utilities 
will result in a South Carolina utility 
company with total assets of approxi 
mately $100.000,000. Not only will 
this aid in financing the expansion 
program more advantageously, but 
will result in further encouraging new 
industries to locate in South Caro 
lina.” The announcement 
out that 
stock 
and Gas Company, not one 
cent of earnings of the 
pany has been taken by the Electric 
ind Gas Company. “Rather, all earn 
Charleston utility | 


have 
Lh } ] } »i 
been plowed back into the property 


pointed 
since the power company 
l lectric 


single 


was purchased by the 


powcr com 


ings of the 


long with a vast sum of new capital,” 
Mr. MecMeckin “This 
was done to give the power com 
pany and its territory the 
facilities 


a 
rowing demand for pow 


continued. 


strength 
ind new required to mect 


the rapidh 


Ul 





John Charles “Jack” Armstrong has 


joined the H. K. Dewees Company, 
clectrical manutacturers’ 
tives, Atlanta, as a salesman covering 
the South Georgia and Florida area 
Mr. Armstrong was formerly asso 
ciated with Hotpoint, Inc., in its At 
lanta office, 


representa 


where he served as officc 
manager, commercial equipment rep 
resentative, and district representative 
in the Domestic Division. 


\ native of Chicago, he was attend 


ing Northwestern University. when 
called to active dutv in the Navy in 
1940 Ile saw servi in both th« 
Atlantic and Pacific, and later joined 


the Navy Air Force. He left the 
Navy as Operations Officer 


Dana G. King and Sherman L. 
Muths, both of Gulfport, have 
elected vice-presidents of the Missis 


been 


sipp!1 Power Company, it was announ 
ced by L. P. Sweatt, president. 

They were named by the board of 
directors at a meeting held in Meri 
dian in conjunction with the ground 
breaking ceremonies for the 
58.000 
steam electric generating plant which 
will be constructed there. 


pow CI 


company’s new horsepowel! 


Mr. King, who has been assistant 
to the president, and Mr. Muths, who 
has been operating manager, have 
both been with the company since its 
first year of operation, 1925, and they 
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have been members of the board of 
directors since 1942. 

Mr. Muths, who was born in Mo 
bile, graduated from Alabama Poly 
technic Institute with a BS degrec 
in electrical engineering, class of 1922 

Mr. King was born in Cherokee, 
Iowa, and has been in Mississippi 
since 1912, graduating from Missis 
sippi State College with a BS degre« 
in clectrical enginecring, class of 1924 


Harry J. Deines, of New York, an 
advertising executive with nearly 
twenty years of experience in the ele 
trical manufacturing field, has been 
named manager of advertising and 
sales promotion for the Westinghouse 
Electric Corporation, Pittsburgh, Pa 

J. H. Jewell, vice-president in 
charge of sales for Westinghouse, who 
announced the appointment, said Mr 
Deines will have responsibility for 


staff supervision and co-ordination of 
ill Westinghouse advertising and sales 
ictivities He also will 


maintain basic company 


promotion 
relationship 
with advertising agencies 

Mr. Deines will direct the 


opment of advertising and sales pro 


devel 


motion programs in conjunction with 
sales departments. His responsibilities 


also include the development of sales 


training programs and he will exercis« 
staff supervision over the application 


of such programs 





Harry J. Deines 


Mr. Deines is a native of Loveland, 
Colorado, and was graduated from the 
University of Colorado in 1930 with 
the degree of Bachelor of Science in 
mechanical engineering. Immediate 
lv after his graduation he joined the 
Gencral Electric Company, working 
first on engineering tests of electric 
In 1932 he was assigned 
promotion 


equipment. 
to advertising and 
activities in apparatus, electronics and 
radio and continued in that line until 
1944. 

He joined the Arthur Kudner Ad 


sales 
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vertising agency in 1944 as an account 
executive. Later that same year he 
became account executive and vice 
president of the Fuller & Smith & 
Ross, Inc., advertising agency and 
since that time has been closely asso 
ciated with advertising programs for 
Westinghouse products. 


The promotion of Bryan Gouger, 
from the position of assistant super 
intendent of the Electric Department 
to the superintendent of the Produc 
tion Division, has been announced by 
V. H. Braunig, general manager, of 
the Electric Power Board, of San An 
tonio, ‘Texas. 

Mr. Gouger, who is a graduate of 
Texas A. & M. College, began work 
with the San Antonio Public Servicc 
Company on June 1, 1921, as a stu 
dent engineer. He worked at Mission 
Road Plant for several years and was 
then transferred to the main_ officc 
where he was assistant superintendent 
in charge of substations and under 
ground. Shortly thereafter, he was 
made clectrical engineer in’ which 
capacity he organized the Enginccring 
Department. In 1935, Mr. Gouger 
was made chief dispatcher and meter 
supervisor in the Electric Distribution 
Department, and on June 19, 1949, 
was made assistant superintendent of 
the Electric Distribution Department. 


Jasper Blackburn Products Corp., 
St. Louis, Mo., has appointed Ken 
Way to thé position of assistant sales 
manager, it has been announced by 
R. N. Leach, vice-president. 

Mr. Way has had a wide experience 
in the electrical field, having spent 
several years as sales manager of A. B. 
Chance Co., and previously with the 
Line Material Co. 


ot 
L. M. Keever, of Raleigh, N. C 


has been named electrical enginect 
with the North Carolina State Utili- 
ties Commission, a job created by the 
1949 session of the State Legislature. 

For 22 vears he served as professor 
of electrical engineering at North 
Carolina State College, Raleigh, and 
for the past three years has been asso 
ciated with William C. Olsen, Ra 
leigh consulting engineer 


After nearly twenty-five years in 
the electric utility business, FE. T. 
Moore, director of residential sales for 
the Virginia Electric and Power Com- 
pany, has resigned from Vepco to ac- 
cept the appointment of vice-presi- 
dent and general manager of the Com- 
monwealth Sales Corporation in Rich- 
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mond, which was effective November 
f 

Mr. Moore is a native of Columbia, 
S. C., and a graduate of The Citadel, 
but has made his home in Richmond 
for the past five vears. He has been 
engaged in sales and promotional work 
in the electric utility business since 
1926 in Florida and Virginia and has 
been actively interested in local, state, 
and national industry associations, 
coming to the Vepco system from the 
Virginia Public Service Company, in 
\lexandria, when that company met 
ged with Vepco in 1944. 

Commonwealth Sales Corporation 
distributes well-known brands of elec 
trical equipment and allied products 
in Virginia and northeastern North 
Carolina. 

e 


B. A. Mitchell, president of the 
Mitchell Manufacturing Company, 
Chicago, Ilinois, has announced the 
appointment of EF. A. ‘Tracey as vice 
president of the Corporation and gen 





E. A. Tracey 


cral manager of the Air Conditioning 
Division of the Mitchell Manufactur 
ing Company. 

Prior to his association with the 
Mitchell Manufacturing Company, 
Mr. ‘Tracey was president of the Ma 
jestic Radio & 
tion, and vice-president in charge of 
sales of the Zenith Radio Corpora 
tion. 


‘T’clevision Corpora 


e 
W. M. “Bill” Shepherd, for the 


past five vears industrial development 
director of the Arkansas Power & 
Light Company, has been clected a 
vice-president of the company by the 
board of directors at a mecting held 
recently in Little Rock. 

Mr. Shepherd will have over-all 
supervision of the new department 
known as Sales and Development, 
which is a merger of the Sales De- 
partment and the Industrial Develop- 
ment Department. Little Rock will 
be headquarters for this new develop- 


ment, with offices at Fourth and Lou- 
isiana Streets. 

Election of Mr. Shepherd to the 
vice-presidency climaxed 21 years of 
centinuous service with the Arkansas 
Power & Light Company in a variety 
of jobs. 


Appointment of Elwood E. Zerbe 
as field engineer in the Atlanta dis 
trict for the Nelson Stud Welding 
Division of Morton Gregory Corpora- 
tion, has been announced by Leonard 
C. Barr, vice-president and general 
sales manager. 

Mr. Zerbe joined the Nelson or 
ganization as a specialist on railroad 
applications last spring, after four 
vears with the Franklin Railway Sup 
ply Company in New York, where his 
final assignment was in connection 
with the testing of newlv-designed 
locomotive equipment. He spent the 
previous 20 years with the Pennsy] 
vania Railroad in Altoona, where he 
started out as an apprentice in the 
shops and served in a wide range of 
different capacities as he progressed 
to the post of machine shop foreman. 


Charles EF. Brown, Jr., vice-presi 
dent of ‘The Okonite Company, Pas 
saic, New Jersey, passed on Novem 
ber 8, 1949, at St. Luke’s Hospital, 
New York Citv, following a long ill 
ness. 

Mr. Brown, son of the late Charles 
Edward Brown and Katherine Graves 
Brown, was born in Buffalo, New 
York, and received his education at 
St. Mark’s School, Southborough, 
Massachusetts, and at Princeton Uni 
versity, Class of 1917. During World 
War I he served overseas as an avia 
tor in the United States Army. 

A former resident of Chicago, Mr. 
Brown started his business career with 
the Central Electric Company of Chi 
cago, one of the earliest electrical 
wholesale houses in the Middle West. 
In 1925, he joined The Okonite 
Company, manufacturers of insulated 
clectrical wires and cables, as Chicago 
manager of their power and light de 
partment. 

In 1930 Mr. Brown moved to New 
York City to become assistant to the 
Company's president, subsequently 
going to Washington, D. C., to estab- 
lish a sales office. In 1941 he was 
appointed a vice-president of ‘The 
Okonite Company, serving in that 
capacity as the Company’s Washing 
ton representative. 

After the War, Mr. Brown return- 
ed to New York City, and in 1946, 
became vice-president and _ general 
sales manager. 
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NEW PRODUCT NEWS 





& Vertical Pull Adaptor 


\ NEW ATTACHMENT has just been 
announced by the McGill Manufac- 
turing Company, Inc., of Valparaiso, 
Ind., which makes possible the use of 
Levolier lever-action switches in odd 
shaped canopies and 
fluorescent 


close-to-cciling 
fixtures where the switch 
must be installed with the lever point 
ing straight down. 
Known as the No. 
\daptor, this 


8+ Vertical Pull 


attachment consists of 





a short extension arm ‘and a slotted 
guide arm. According to the manu 
facturcr, the No. 84 can be installed 


inserting the 
guide arm under the 
slipping, the 
iround the lever. ‘The 


in a few seconds bi 
bracket of the 
switch mounting nut and 
extension arm 
pull chain is clipped from the lever 
ind attached to an evelet in the end 
of the extension arm. 


Solderless Lug 


tue New ““Termend” Solderless 
Lug, which can be installed on all 
wire sizes from No. 16 to No. § 
AWG with a single crimping tool, 


Buchanan 
290 Cen 


announced — by 
lectrical Products Corp., | 
tral Ave., Hillside, N. J. 


has been 





The tool used for installing ‘“Ter- 
mends” is also used for installing 
Buchanan’s splice caps for pigtail con- 
nections. 

“Termends”’ arc 
spade, 
les. 


available in ring, 
and locking spade tonguc sty- 


Watthour Meters 


A NEW LINE of switchboard singlc 
phase and polyphase watthour meters 


designed for semi-flush mounting has 


been announced by the Sangamo 
Electric Company, Springfield, Tl. 
Type LCI meters, for polyphase 





circuits, and Type JI’, for singlephase 


circuits, are offered in all current and 
voltage ratings for which standard 
service type watthour meters are 
made. ‘These meters are available 
either with kilowatthour registers o1 
with registers measuring both kilo 
watthours and kilowatt demand. 
a 

Poultry Time Switch 

\ NEW AND UNIQUE plug-in Poul 


trv ‘Time Switch for morning lighting 
only has just been announced by Pa 
ragon Electric Company, Two Rivers, 
Wisc., to sell for under ten dollars 
of interest to small-flock and _ large 
poultry producers. 
is the “Early-Bird” Model 
unit is preset at the fac 
torv to turn house lights on automa 
tically at + a. m. Lights 
can be turned “off” at 5, 6, 7, on 
S a. m. as desired, by a simple flip 
of the metal 
Designed for 


Known 


4+-AM, the 


every day. 


time-selector lever. 
installation, 
a few 


cord 1s 


case of 
done in 
minutes. ‘The time switch 
plugged into any convenient 115-volt 
a-c outlet. The extension 
the bright lights is plugged into a 
receptable at the bottom of the case 


the whole job can be 


je 
cord fot 
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Sylvania Fixture 


A new, louvered fluorescent light- 
ing fixture designed specifically for 
the company’s recently introduced 75- 
watt T-12 instant-start Slimline fluo- 
rescent lamps has been announced by 
Sylvania Electric Products, Inc. 





Particularly suitable for installa 
tions which call for long rows of light, 
the new Sylvania CL-296, which 
holds two 8-foot lamps, can be in 
stalled in tar less time than two four 
foot units, according to the manufac 
turer, and can be serviced more eco 
nomically. 


T-Type Staple 


A new 'T-Typr svapie, being pro- 
duced by E. H. Titchener & Co., of 
Binghamton, N. Y., is especially de 
signed for use with the new PVX, or 
T-Type Cable. 

"he new staple with inside dimen 
sions of 1/2 inch x 7/8 inch, fits al! 
types of non-metallic sheated cable. 
Che manufacturer claims that the low 
price definitely saves money in ap 
plications where it may be used, and 
that stiffness and rigidity make the 
T-Tyvpe easier to drive. 

Che new T-Type Titchener staples 
come packed in bulk in heavy cartons 
of 10,000 or in smaller boxes of 
500, 500, or 100 


Polarized "sevices 


\ NEW LINE of redesigned polarized 
devices, including outlets and caps, 
has just been put on the market by 
Pass & Seymour, Inc., Svracuse 9, 
N. Y. 





The outlets and caps are all Bake 
lite in matched lines, and are avail- 
able in 2, 3, and 4-wire for 10 and 
20 amperes. 
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Illustrated here are the 3-wire out- 
let, Cat. No. 6051, and the corre- 
sponding 3-wire cap, Cat. No. 7055. 


e 
Wire Connectors 


A NEW SMALL size porcelain wire 
connector has been announced by 
Ideal Industries, Inc., 1017 Park Ave., 
Sycamore, Ill. 

Identified as Model E-1, this new 
connector is designed for joining wires 








The Completed Connection 


up to + No. 18, particularly in pro 
duction wiring. ‘The inside of the 
skirt is threaded from one end of the 
connector to the other which makes 
it easier to insert wires and to screw 
the connector on, the manufacturet 
states. These same threads hold the 
insulation up inside the connector so 
that the stripped wire ends are com 
pletely covered and protected. 
2 

Disconnect Switch 

ANNOUNCEMENT has been made by 
Railway & Industrial Engineering 
Company of the improved R & IE 
Air Disconnect Switch Type ‘TTR-49. 

Outstanding feature of the new 
switch is sealed pressure hinge con 
tact. This type of construction elimi 
nates any second contact or flexible 
connection at the hinge. ‘There is 
nothing to wear or become corroded, 
as the current is carried through parts 
that are in constant contact, according 
to the R & IE engineering staff. 


° 
Spero Units 


DesiGNEpD for classroom lighting, a 
new “PSB” series of fluorescent units 
has been announced by the Spero 





Electric Corp., 18222 Lanken Avc., 
Cleveland 19, Ohio. 

These units are furnished for 2 - 40 
watt, with turret type socket, 4 - 40 
watt, and 2 - 85 watt lamps, and are 
available with perforated, luminous 
sides or with solid sides. 


e 
Leader Fixture 


Namep the “Varsity,” a fluores 
cent fixture suited to offices, stores, 
and particularly schools is now offered 
by Leader Electric Co., 3500 North 
Kedzie Ave., Chicago 18, Il. 

This new fixture mav be used as a 
single unit or in contimuous runs, 






a 


~<a oo 


— 
a 


and no connecting couplers are need 
ed for continuous row mounting. ‘Two 
+0-watt lamps are used, and _ baffle 
type louvers offer shielding angles of 


5° 


25 degrees - 27 degrees. 
o 
Restart Control 


\ new Butietin 2904 Restart 
Control, desigried to automatically re 
close a motor starter after it has drop 
ped-out as a result of a temporan 
power failure, has been announced by 
Ward Leonard Electric Co., Mount 
Vernon, N. Y. 

Intended primarily for rural area 
use with irrigation and oil field pump 
motor starters, standard restart con 
trols can be preset to restart within 
15 to 90 seconds after power is re¢ 
stored. ‘Timing allows the motor to 
come to rest and thus prevents sever 
mechanical stresses which might rr 
sult if the motor is restarted during 
its back spin cycle. Restart controls 
also permit sequential — restarting, 
thereby preventing undue line disturb 
ances when power is restored. 


Voltage Regulator 


A NEW Low-cost pole-type voltagc 
regulator, the JFR, which offers pre 
cise 5/8 per cent step voltage con 
trol to small sizes of feeder distribu 
tion lines has been announced by 
Allis-Chalmers, Milwaukee, Wisc. 

The new unit has plus and minus 
10 per cent regulation and is com 
pletely self-contained with automatic 
control and line drop compensation. 
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Colors Simplified 
(Continued from page 19) 


most stores, where the need is for 
high efficiency lighting with reason 
able color rendition. 

In addition to choosing the lighting 
cffect to meet their needs in the form 
of either best color or high efficiency, 
users of the new fluorescent lamp linc 
may choose for atmosphere, Barn 
pointed out. He said the “standard 
cool white” and “de luxe cool white” 
lamps, which look alike in the samc 
installation, produce a “cool, crisp, 
modern atmosphere, like a clear morn 
ing in spring.” A warmer and softer 
light, similar to that of filament bulb 
lighting, is provided by the “stand 
ird warm white” and “de luxe warm 
white” lamps, which also are similai 
i appearance 

Characteristics and uses of cach of 
the four lamps were outlined by Bar 
As follows 

“Standard cool white’ —the “whit 
est” fluorescent; helps create a cool, 
Crisp, modern atmosphere; gives cm 
phasis to all colors; widely preferred 
for working and selling environments; 
used in offices, factories, many stores 
and schools, or wherever high light 
efficiency with cool atmosphere is im 
portant 

‘De luxe cool whitc ideal wher¢ 
color needs are critical and best over 
all color rendition is important; simi 
lar to “standard cool white” in in 
fluence on atmosphere, but rendition 
of all colors is far superior, and effi 
ciency of light production is less; first 
choice wherever best over-all color 
rendition, or best color rendition with 
cool atmosphere rate top importance 

‘Standard warm white” this 
“warm white” fluorescent lamp com 
bines the color impression of filament 
lighting with the modern appearanc« 
and high light-efficiency of fluores 
cent; it emphasizes 
particularly desirable for minimizing 
color contrast between light sources 


varm colors; it 1s 


in combined lighting systems. 

“De luxe warm white’’—also com 
bines color impression of filament 
with modern appearance and good, 
but not highest, light-efficiencv, and 
with vastly improved color rendition. 


Our Way of Life 
(Continued from page 32) 


of government than any external 
threat that can possibly be arrayed 
against us.” He is exactly right, for 
that is how the American system 
can be brought to decay 


Power—and Dissension 





Woodrow Wilson, another great 
thinker, declared out of his great 
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democratic soul: “The history of 
liberty is the history of the limitation 
of governmental power, not the in- 
crease of it. When we resist concen- 
tration of power we are resisting the 
process of death, because, the con 
centration of power is always what 
precedes the destruction of human 
liberties.” We have seen this pow 
cr grow, in our time. 

At the same time, the propagan 
dists in America have centered their 
attack upon private profits, upon the 
profit system, and upon competition, 
To accomplish their purposes, they 
have tricd to drive a wedge between 
employers and employees. They have 
created so much dissatisfaction that 
thev have jeopardized our produc 
tivity. They have created antagonis 
tic attitudes toward management. 
Thev have led manv honest but un 
thinking people to believe that prof 
its are immoral. 


One Crisis to Go 


So well have these attackers laid 

their plans, it is mv firm belief that 
if we should now be thrown into a 
scrious national crisis—cither anoth 
cr serious war or any considerable 
amount of unemployment for any 
considerable length of time—some 
body would then be able to run for 
president and others for congress on 
promises to nationalize our industries. 
"hese candidates could promise full 
emplovment and high wages and be 
clected. 
In other words, I think that we 
are just now one national crisis from 
the socialistic state, from government- 
al management and 
\merican industry, unless the present 
psychology is changed in the mean 
time. How shall we get back to 
sanitv? We must have a rebirth 
of appreciation for these things that 
make up our Amcrican heritage. Re 
newed belief in this heritage, better 
understanding of how it works, and 
energetic citizenship will be required. 
We must have a new American cru 
sadc — for America! 


operation of 











ELECTRICAL WHOLESALE 
HOUSE IN FLORIDA — 


With 4 Branches, wishes to secure 
services of an experienced Price & 
Edit man. Individual selected wil! 
work under Service Manager and 
must be well versed in Price and 
Edit — customer phone service and 
general wholesale electric procedure. 
For further details write, giving com- 
plete background, present salary and 
experience, enclosing photograph, to 
J. Jacob, Raybro Electric Supplies, 
Inc., 812 Twiggs Street, Tampa, Fla. 











Grounding Practice 
(Continued from page 30) 


analysis it would be necessary to take 
into account the number and severity 
of lightning storms each year. ‘This 
variation accounts for the differences 
noted above in the rate of transform 
er fuse failures before ground im 
provement. From 1943, when out 
ground improvement program began, 
up to the present time, the ground 
ing has been improved in about half 
of our substation areas in which arc 
connected approximately half of the 
transformers on the system. ‘The 
rate of transformer fuse failures per 
100 transformers connected on_ the 
entire svstem from 1942 to 1945 was 
Tid, Os He. be Aely keto SOG sis. Fe 
spectively, which shows that the 
ground improvement program is dc 
finitely showing up on the system. 
hese values of the rate of trans 
failures due to lightning 
become more impressive when we 
apply them as they actually affect 
service to our customers. ‘To illus 
trate, let's 
1,000 transformers 
an average of 10 customers per trans 


former fus¢ 


having 
with 


assume a system 


connected 
former. Then, based on the rate of 
fuse failures on our system, we would 
have had 73 transformers and 730 
customers interrupted due to lightn 
ing in 1942 as compared to 7 trans 
formers and 70 customers in 1945 

The reduction in the number of ser 
vice calls to replace transformer fuses 
results in a saving in operating cost 
which can be evaluated. But another 
benefit, that of custome will, 
is far more important and more dif 
ficult to evaluate. However, within 
reason, we can say that custome 
good will is worth whatever it costs 
and the best way to create and retain 
the good will of our customers is to 
Consequently, 


good 


give good service. 


better grounding means better ser- 
vice, which means better rclations 


with our customers. 

There are other tangible benefits 
which result from improved ground 
ing. Before this program was started 
it was not unusual after every storm 
to receive ten or twelve complaints 
of lightning having damaged custom 
er’s equipment. The number of such 
complaints has been greatly reduced 
which in turn reduces the number 
and cost of investigations. Another 
intangible benefit that is derived 
from a ground improvement program 
is that defective lightning arresters, 
cutouts, and insulators as well as dan 
gerous line conditions are located by 
the grounding crew. These potential 
cases of trouble can be repaired be- 
fore they interrupt service. 

The resistance of a ground con- 
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nection determines whether it is good 
or bad and the extent of improve- 
ment in a given area can be meas 
ured in ohms. In a typical area on 
our system where 430 grounds werc 
investigated, the average resistance of 
all grounds before improvement was 
220 ohms. ‘The average after im- 
provement was 20 ohms. In_ plain 
arithmetic, this means that with 100 
amperes ground current flowing dur- 
ing a fault, the reduction in ground 
resistance would reduce the rise in 
ground potential approximately 20, 
000 volts. This is the voltage which 
persons contacting the line and equip 
ment connected to it would be sub 
jected to under certain conditions. 

While discussing protection to per- 
sons and equipment, a description 
of one of our experiences might pos 
sibly prevent a similar occurence on 
some other system. Several years 
ago we had a lineman severely shock- 
ed and burned when he opened an 
air break switch to de-energize a 12 
kv line. An investigation disclosed 
that opening the switch had cracked 
an insulator permitting a flashover 
to the switch frame. ‘The operating 
handle for the switch was grounded 
but the resistance of the ground was 
so high that part of the charge passed 
through the lineman’s body. 

Just a few months later we had 
similar case except that it was in a 
substation where the switch handle 
was well grounded and the operator 
did not even feel a shock. The 
ground connections on all 44 kv and 
12 kv air break switches were im 
mediately investigated and improved 
where necessary and no such trouble 
has been experienced since. 

The major improvement that has 
been made in methods since out 
grounding program began ‘is the use 
of sectional rods as the primary meth- 
od of improvement instead of. salt 
treatment. Several minor improve 
ments have been made which save 
time and also avoid customer com 
plaints when working on private pro 
perty. Instead of digging a trench 
in which to bury the tie wire be 
tween two rods or a rod and a wa 
ter pipe one of two other methods 
are now used where possible. In a 
number of cases it is possible to take 
a spade and cut a slot in the sod 
about six to eight inches deep and at 
about a 45 degree angle with the 
horizontal. The sod can be pried 
up slightly to get the wire in the 
slot after which the sod is tramped 
back in place. 

The other method consists of dig 
ging a hole around each rod leaving 
the top of the rod about nine inches 
lower than the original ground level. 
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ULDETY \ 


BUCHANAN ANNOUNCES SENSATIONAL NEW | 
press -SURE-tool” FOR ELECTRICAL WIRING | 


| ONE TOOL SPLICES ALL COMBINATIONS FROM TWO #18 T0 | 

THREE 48 AND TERMINATES ALL SIZES FROM #16 TO ad 

New broad range tool | 
is of particular interest |/ 
to contractors, indus- 

trials, maintenance 
departments, manufac- 
turers, utilities, — to 
everyone engaged in 
electrical wiring to| 
whom any reduction in 
required tools is vitally h | 
important. 

One new C22 ‘‘pres- A 
SURE .-tool’’ takes the 
place of two or three | 
tools previously re- //|/ 
quired and provides | 
for all usual splices , 
and terminations. It | 
replaces Buch- | 
anan’s $10 and $11 | 
Tools and installs | } 





and 2011 Splice M : 
Caps, also all }/ 
their Termend ; 
Lugs. 

All Buchanan 
products are 
available thru // 
leading elec- 
trical distri-// 
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Then a 5/8-inch hexagon shaped NECA Convention 
steel rod is driven under the surface 
























ies: a se 
between the two ground rods, mak (Continued from page 27) 
ing a hole through which the tie that no taint of collectivism in th« 
wire can be pulled. In addition to evil sense would cling to collective 
saving time, these methods make a bargaining and now, raising his voice 
more satisfactory job from an ap and adopting his convincing speaking 9 
pearance viewpoint. stvle. he declared: 
WER Series Sotety “Collective bargaining constitute 
es: Grounding Costs the strongest barrier against Com 
sh. The cost of improving grounds will munism. I speak for an organiza 
iw vary widely depending on what 1s tion of over a half million members, 
required to do the job. If connec- and I say to you there is no _ plac 
> ting to a water system is possible, among us for Communism. We know 
Switch Fuse the cost is small, but if it is necessary who they are and we keep them in 
? to drive several rods and salt them their places.” 
AND the cost is much greater. During Referring again to “future securi 
the first three years of our ground tv’ he discussed forms of pensions 
1 , improvement program, we _ investi and added, “Regardless of which plan 
ircult fed al gated 2727 grounds. Of this num is used, it must originate with indu 
ber it was necessary to make som¢ try. Pensions are here to stay. But 
improvement to about 90% or 2450 it is not proper that the speak 
grounds. ‘This was before we bc should attempt to negotiate at thi 
gan using sectional rods, and in this time.” 
period abou: 75 tons of salt was Tracy asked for more co-operation 
used. While one ground connec on preserving jurisdiction and iti 
ee tion might involve several rods. it cized contractors who bid in whol 
is teferred to as one ground. ‘The jobs and then sublet parts. [ want 
total cost of improving these grounds, the electrical contractor to go out 
including labor, material transporta and get all the work he can and equip 
tion, enginecring and overhead aver himself to do it after he gets it,” 
aged $10.80 per ground investigated he said. 
or $12.00 per ground improved. Harry Simmons, management con 
Because of the increase in labor 
and material costs as well as an in 
CKJ Series Cireuf crease in transportation costs dur 3 
si ing the past 344 years the total cost 
of the ground improvement program e 
could have been expected to increase. y{ (dor nar 
For Reliable Service Under However, savings which have been 


brought about by the use of section 


Most Severe Industrial Plant | ai rods, the use of less salt, and the 
Operating Conditions saving in time due to improvements | / 
in methods and experience on the N P al 


Heavy duty safety switches, fuse job have off-set the expected increase. 


: > - ae = 
boxes with or without plug recep- The records show that a total of Priceless 4 
L 





tacles, and circuit breaker Pylets 


provide for reliable service under 8054 grounds have been investigated Y Cc ES | 
the severest of industrial plant op- and of this number 6846 have been et /OSts ot 
erating conditions. WFR _ series improved. The total cost of the N ] ° ’ 
afety swite > > ave av . oT ee 
safety switch Pylets have heavy grounding program has been $87,274. l ot wuing. 
cast metal case and cover, quick TL: ; ; 
site This gives an average of $10.84 per 
make and break mechanism inter. ; . we Getting exactly “What you 
locked with cover and with plug ground investigated or $12.75 per o want pee you want 
* . > ’ 
receptacle, and weathertight gas- ground improved. may be worth thousands 
kets on both cover and hub plate. After three years experience, we of dollars to you in emer 


Safety switches without interlock. 
ing plug receptacles are also avail. 


gencies. Yet this service 


added a second grounding crew, bc ; ; 
is yours for the asking at 


able. Circuit breaker Pylets, CKJ cause we were fully convinced that SOUTHERN CARBON 
Series, are but one of the complete proper grounding is even more im BRUSH. Whether your 
line of fuse and circuit breaker portant than we had thought in the order is “emergency” or 


routine, you'll be pleased 
with our results 


fittings, which offer features of 
sound design and substantial con. 
struction to assure reliable service, 





beginning. The question of what 


should be done on a particular sys 
Manufacturers of Carbon, Graphite and Metal 


Consult your Pylet catalog 1100, tem with respect to ground improve Graphite brushes for motors, generators and 

Bul. 1150 for complete listings. ment is a problem that deserves in rotary converters . . . Single phase motor brushes, 

wr : ‘ . carbon contacts for elevators and switchboards 

dividual consideration for each  sys- “witcni ernie braided. shunts for controls and 
1: - switchboards . . . Bunting bronze bearings, Safe- . 

CONDUIT FITTINGS * FLOODLIGHTS tem. While a separate grounding T-Mike Capacitors, Ideal Industries, inc. main- 
crew might not be justified on smaller tenance equipment . . . a 










systems, the chances are very good SOUTHERN CARBON 

x THE that some method of ground im- BRUSH COMPANY, Inc. “| 

INCE 1897 — oo provement can not only be justified Birmingham 1. Ala. St. Louis 1, Mo. 
but will pay good dividends on any 7 18th St., S. W. 110 S. 9th St 

1354 N. Kostner Ave., Chicago 51, Ill. electric system. on emere a 
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sultant of New York City, was one 
of the principal speakers on an earlier 
pointed out ten 
developments he said 


program and he 
technological 
would produce good business for the 
next ten years. He also prescribed 
seven keys to profit which he enum 
crated as personal selling, direct mail 
elling, advertising, sales promotion, 


repeat business, customer relations 


rclations. 

\nother speaker was E.. L. Buttner, 
of Oakland, Calif., who 
itions of clectrical contracting 
vhile on a trip through England; and 
John S. Clark, 


line construction 


nad community 


cported his 


ODSCTY\ 


new chairman of the 
section, addressed 
Opportunities 


| ield ot 


the convention on 
ind Responsibilities in the 
line Construction.” 

M. of. international — vic¢ 
president for the Sixth — district, 
IBEW, discussed for the convention 
Labor-Only Contracts,” and Laut 
cence W. Davis, executive 
nd treasurer, NEBF, 

Lhe | mplovees Bcnetit 
Progress and Statistics.” 


Boy lc > 


secretary 
r¢ ported on 
Program 


\s a result of the line construc 
tors sectional meeting it was_ later 
reported that those attending had 
oncluded the mecting was the high 


t point in their progress. It was 
decided to recommend to the nation 
joint apprenticeship and_ training 
ynmittee that facilities for training 
ind refi linemen be 


} 
esher courses fot 


cvcloped as speedily as possible. A 
ommittee members, E. E. Is 
mond of Cleveland, Ohio, was in 
troduced. 
he IBEW employers sectional 
mecting was described as devoting 
tsclf principally to routine business 
Ihe board of governors: proposed 
five amendments to the NECA con 
titution, but onlv one, giving cel 
tain powers over policies and pro 
grams to the board, was adopted. 
I'he other four involved mostly rou 


tine matters 


One feature of the convention was 


the presentation, at the annual ban 
quet, of the national apprenticeship 
ward, won this year by Norman W. 
litzler, of St. Louis, Mo. The award 


consists of a medal, $100, an all ex 
pense trip for winner and wife to 
the annual convention, not to men 
tion the distinction of being the out 
standing apprentice in the nation. 
I'he presentation was made by the 
chairman of the apprenticeship com 
mittee, E. H. Herzberg, at whose in 
sistence Mrs. Fitzler also took a bow. 

Although the convention was 
scheduled to run from Nov. 2 to 1] 
inclusive, general business sessions 
did not get under way until Nov. 8. 
Previous days were devoted to ex- 


ecutive business of the administrative 
committee, the board of governors 
and of various association and con- 
vention committees. 

Entertainment, arranged by the 
Houston chapter—President R. M. 
lhompson, Manager Charles Scholi- 
bo, and Assistant Manager Bill Rich- 
extensive, for which the 
chapter was thanked by 


irds—was 
llouston 
resolution. 

It was the second time the con 
tractors had converged on Houston 
in less than ten vears, the last visit 
having been in 194] 


Module Lighting 


(Continued from page 24) 


Columns can be incorporated into the 
general lighting effect by surrounding 
them with a rectangular lighting lav 
out. 


Module Show Window Lighting 


Module offers the user, for the first 
time, a means of matching the show 
lighting with the 
lighting units used through 
[his is particu 
because of a new 


window gencral 
modulc 
out the store interior. 
larily important 
trend in store design which eliminates 


back 


window 


the customary false ceiling o1 
drop and makes the 
actually a part of the store 


show 
interior 
with a common ceiling. 

continuous row of 
desirable 
lighting. 
hese can be backed up with one o1 
more matching rows of “C” or “D” 


\ side to side 
‘B” modules will provide 


incandescent down-punch 


modules to bring the over-all window 
lighting to the required intensities. A 
few of the possible show window light 
ing combinations that arc 
only with module are shown in Figure 
10. ‘The planner can use these ideas 
with variations to satisfy cach speci 


possible 


alized requirement. 
Module Louverall Lighting 


In recent vears many manufacturers 


have developed louverall or wall-to 
wall louvered lighting systems. These 


have been used for many commercial 
applications with excellent results. 
One of the short-comings of the drop 
type louverall ceiling has been the un 
finished side which necessitates wall 
to wall coverage in order to complete 
ly conceal the bare lamp source. 


With module, louverall type lay 
outs are easily accomplished by join 
ing modules side to side, either flush 
to ceiling or pendant mounted. Mod- 
ule louvered ceiling areas are not re- 
quired to run from wall to wall since 
they have plastic side panels that pro- 
vide a “‘finished side” of low surface 
brightness. In addition, module lou 
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Interval 
Timers 


a 
Make extra profit by selling 
a Sangamo Type T or TJ 
Timer with every fan or win- 
dow type air conditioning 
unit your customers buy .. . 
They provide selective, con- 
venient control by automati- 
cally switching off the unit 
after it has been turned on 
at any pre-selected period 
from 15 minutes to 12 hours. 


Sangamo Timers are excep- 
tionally attractive in appear- 
ance—their small size and 
ivory color blend well with 
any installation—and they 
are unusually dependable, 
fully guaranteed, and priced 
right! 


Sangamo 
Timers are 
available in 
two types: 
Type T for 
wired-in con- 
struction and 
Type TJ for 
portable con- 
venience. 


Full information is given in Catalag 1010S. 
Write for your copy today. 


~SANGAMO 


ELECTRIC COMPANY 
SPRINGFIELD, ILLINOIS 


ST4926B 
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SOLDER LUGS .. . 
CONNECTORS . . . FUSE CLIPS 
TERMINALS...SHADING COILS 
New 80-page catalog now ready show- 
ing over 2,000 Ilsco items in color 
WRITE FOR CATALOG TODAY 


SOUTHERN REPRESENTATIVES: 
Verlyn H. Branham 
180 Interlocken Dr 
N. W. Atlanta, Ga 
J. P. Lumpkin 
248 Tranquil Ave 


Charlotte 3, N.C. 


COPPER TUBE 
i [ S C & PRODUCTS, Inc. 
CINCINNATI 27, 0. 





NON-METALLIC — BX. 
& GROUND WIRE 


Ree 6 


SERVICE ENTRANCE CAP 





Sold Thru 
Your Local Wholesaler 





ATLANTIC CONDUIT 


FITTINGS CO, 


BOSTON, MASS. 
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verall sections can be 32% inches 
square, +8%4 inches square, 60 inches 
square, or any other modular dimen- 
sion. If spot lights are required, they 
can be easily incorporated into the lou- 
verall square with phenomenally good 
lighting results. ‘These louverall areas 
can be centered in an all-over pattern 
or individually located over an impor 
tant display or merchandising area. 
(See Iigure 11). 


Module “B” for Spotlighting 


The module system offers for the 
first time a spot or floodlighting unit 
surrounded by a circular fluorescent 
lamp. ‘This fluorescent lamp “‘washes 
out” the undesirable brightness con 
trast that is common in conventional 
spotlight units, where the lamp is sur 
rounded by the dark metal bottom of 
the fixture. ‘This undesirable bright 
ness contrast has a tendency to call 
attention to the spotlights. ‘The mod 
ule “B” spotlight unit blends softly 
into the system with both incande 
scent units and fluorescent units offe1 
ing similar brightness ratios. ‘This 
makes it possible to mix module “B” 
with the general illumination provided 
by modules “C” and “D” with ex 
tremely harmonious results. Louver 
bottoms and plastic side panels of 
these modules maintain comparativels 
equal surface brightness. 

(here are many other applications 
ideally suited to the basic economics 
of modular lighting. ‘These include 
supplementary lighting using indivi 
dually mounted “A’”’ modules for mit 
rored coves, dressing rooms, wall dis 
plays, etc. ‘These and other store ap 
plications will become increasingly ap 
parent after continued usage. 


Office Lighting with Module 


Module gives the architect and 
lighting specialist an excellent oppor 
tunity to exercise creative imagination 
and ingenuity in office lighting where, 
until now, cither individually hung or 
continuous row lighting applications 
were the rule. For general office 
lighting a large rectangular modular 
pattern will provide good lighting and 
add interest to the over-all appearance 
of the room. Smaller rectangular pat- 
terns, H patterns, ‘I’ patterns, etc., can 
be repeated in each bay of a large 
office installation. 

Private or executive offices can be 
treated with another pattern which 
will provide the effect of a custom-de- 
signed and custom-built installation, 
and relieve the monotony of indivi- 
dually mounted units. Using a mod- 
ule lighting pattern to form the initial 
letter of the company in the office of 
the president or reception room is a 
lighting effect that will sell itself. 
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Reception rooms offer an unlimited 
exercise of the planner’s imagination. 
Here module “B” can be effectively 
used to highlight a display of the 
company’s product, or to direct atten- 
tion to the information window. 

Module makes it possible to illumi- 
nate an entire office building from 
lobby to top floor with matching 
modular lighting units. Module “A” 
will provide adequate illumination fot 
the elevators. ‘This same unit can be 
spaced on cight or ten foot centers 
through the corridors. Module units 
can be used to light the washrooms. 
‘These units used either singly or in 
combination provide a harmonious 
matching lighting system that lends 
beauty and function to the lighting 
plan rather than the usual conglomera 
tion of fluorescent and incandescent 
fixtures completely unrelated in de 
sign, color, and appearance. 

[his article cannot hope to covet 
the many exciting new applications 
and the many creative and functional 
patterns that are now possible with 
this new lighting tool. Every day we 
are learning of new conceptions of 
functional pattern lighting arrange 
ments, for module lighting is a tool 
that offers infinite possibilities limited 
only by the imagination and resource 
fulness of the planner. 


Wiring Drive-Ins 


(Continued from page 18) 


same stand. ‘This heater consists of 
a small heating clement and a small 
fan totally enclosed. ‘These units 


will heat a car for a cent or so per 
hour. lrom the standpoint of the 
contractor it means an extra a-c line 
to cach speaker post in some cases 
and in other cases a heavier line to 
carry. this increased load, or more 
branch circuits and so on. ‘The main 
point is, of course, that this permits 
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ANTI-CORROSIVE PAINT 


Chibaror 


LEAD & ALUMINUM PAINT 


Simplify Maintenance 
CTI -Meiuteh dial lime maclicsiielal 


Cibor, Inc. 


HACKENSACK, 

















GET 
THE 


MALL BHUS Tse 


FOR YOUR MACHINES 


HELWIG CUSTOM-MADE BRUSHES are designed to fit your ma- 
chines at no extra cost. 

HELWIG CUSTOM-MADE BRUSHES have no “ 
they're shaped precisely at the factory. 
HELWIG CUSTOM-MADE BRUSHES end shutdowns while so-called 
“standard”’ brushes are cut down. 

} Uy To find out how you can save money and 


man-hours in your shop, call the Helwig office 

near you... today. 

Ym TRANSERT BRUSHES 
Reduce Ring Wear 

Longer life for your rotating machines! The trans- 

verse graphite insert gives uniform friction charac- 


teristics even with low humidity. And you also get 
even current distribution, better ring lubrication. 


field variation’? — 





U.S. Pot 








2,105,038 SOUTHERN OFFICES 

Atlanta Tare aveh 316 Walton Bidg.; La. 7202 
Oklahoma City........ 323 NW 2nd St.; Tel.: 2-6881 
SNS Gen7>. copsacae ecalee ..1101 Chenevert; Ch. 4-6549 
Bs NN i ie-ib ec lncnoh 1913 Washington Ave.; Ch. 6510 


iis aia UN ate 708 °N. Piedras St.; 


HELWIG CO., Carbon Products 


Makers of Multiflex and Transert Brushes 


Main 7845 











eee GALVANIZED 


GROUND RODS 


Steel ground rods, with one end pointed for easy driving, 
and hot-dip galvanized for extra protection. %x8'’ carried 
in stock ready for immediate shipment. Can furnish other 
sizes and lengths if quantities sufficient for production. 


STEEL COMPANY 


[ DIXISTEEL } ATLANTA 1.GEORGIA 


ATLANTIC 


P.0.BOX 1714 











SLIMLINE 


AVAILABLE FOR 2—4—6 TUBES 
SUSPENDED OR SURFACE TYPE 





IMMEDIATE 
DELIVERY 
SOLD THROUGH RECOGNIZED JOBBERS ONLY 


STA-BRITE FLUORESCENT MFG. CO. 


325 N. W. 22 LANE MIAMI 34, FLORIDA 
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Feature Devices from the KULKA L 


BAKELITE WEATHER PROOF SOCKET 


No. 202A. Medium Base. Has shade- 
holder ledge. Made of Bakelite and 
designed especially for outdoor use. 
Has molded Bakelite insert to prevent 
shorts from water leaks. Center con- 


tact is of phosphor bronze. Comes 





with wire leads. 


No. 203. RUBBER 


Designed for heavy duty. 


WEATHER PROOF SOCKET. 
Shell is of special molded 
rubber, and insert is of Bakelite. 


100‘ weather proof. 


PIN TYPE WEATHER PROOF SOCKET 


Has unique attach-on feature. 
Quickly wired and _ installed, as 
it requires no soldering. Has 
suspension hook. Rugged con- 
struction makes it ideal for all 


outdoor decorative lighting. 





Write for Information or Catalog. 


KULKA ELECTRIC 





MFG. CO. 


30 SOUTH ST., MT. VERNON, N. Y. 








nerfect LURDratin 


Electrical appliances 5 
work like a team with / 
CORNISH Cords and Plugs. 
Sure contact, long wear— 
and an end to CORDelirium 
with 


CORDS and fe SEIS 


APPROVED BY UNDERWRITERS LABORATORIES 


CORNISH WIRE COMPANY. 


15 Park Row New York 7, N.Y. 
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UNIVERSAL Tap Connector 
Made in 3 Surtace Finishes 


Approved by Engineers and 
Contractors doing R E A work 


Effectively used as guy line ground, or 
transformer and lightning arrester con- 
nection to A.C.S.R. or copperweld con- 
ductors where the diameter may be from 
8-A  copperweld to .595” A.C.S.R. 
armour rods. 


nt TO A WIDE RANCE nad USES 


KRUEGER & HUDEPOHL 


Solderless Terminal Lugs and Connectors 
VINE AT THIRD~-ES * CINCINNATI 2, OHIO 





es 
fonts uce 


OKONITE and 
MANSON tapes 





more months of operation per year 
and consequently more profits and 
more drive-ms. 

Another recent court decision had 
a profound effect on future building 
of new drive-ins. A company claimed 
to have invented the ramp arrange 
ment which is essential to all drive 
ins and filed a test suit for enforce 
ment of patents against a representa 
tive group of new drive-in owners. 
The courts recently decided that the 
idea was not patentable and that any 
body who wishes can use this ramp 
system which consists only of grading 
the parking spots up so those in the 
car can get a good view of the screen. 
The court decision will be the go 
signal for thousands of conservative 
operators who were waiting to. sec 
what would happen. 

Future drive-in business for con- 
tractors. Nearly every development 
seems to point to more business fot 
the clectrical contractor. I'wo new 
lights have been invented which con 
tractors will need to know about and 
which mean more wiring work 

One is owned by RCA and called 
the Brenkert supertensity 
signed to meet the new demand for 
more light on drive-in screens. It 
uses a new carbon rated at 180 am 
peres and will throw twice as much 


and 1S de 


light on the screen. Installation of 


this lamp involves film traps, air jets, 
and special ventilation. 

The other newly invented lamp 
comes from the Western Union ‘Tele 
graph Company, and just why they 
are developing new lighting is not 
clear, but the only important fact is 
that they have and its here. ‘This 
light was recently described at 
tific meeting of the Society of Motion 
Picture Engineers and it is said will 
result in major developments in the 
projection, television, photographic 
and lithographic industries. ‘The 
light source is an unenclosed pool 
molten zirconium metal two-tenths of 
an inch in diameter and said to be 
one-eighth as bright as the sun. ‘This 
light can be operated in the open 
air and the molten zirconium is op 
erated a temperature of 6,500 de 
grees Fahrenheit. ‘The lamps are to 
be made in many sizes up to several 
hundred watts and operate from a-c 
or dc. 


a scicn 


Hazards of drive-in. Even the chief 
hazard of the drive-in points toward 
the electrical contractor for repair. 
Its chief hazard is wind. Storms have 
blown down some of the high screens, 
requiring reconstruction and rewir- 
ing, depending on the damage. 
Screens are subject to regulating ordi 
nances in most areas which specify 
the amount of wind resistance the 


high screen must have, but a_ real 
storm wrecks a drive-in. 

Amusement industry develops new 
jobs for electrical contractors. Anoth- 
er trend in the drive by the motion 
picture industry for better public rela- 
tions with civic groups and local pa- 
trons is to offer their stages and their 
seatings for public showings. For in- 
stance a great number now are pel 
mitting cooking schools to be con 
ducted in their theaters at hours when 
not in use for regular showings. From 
the standpoint of the contractor this 
means that proper voltages and wir- 
ing, switching, fusing and connectors 
are being added to the previously 
dead stages. 

Other wiring changes and additions 
are needed when theaters add refrig 
erators, hot plates, dishwashers and 
other appliances to their merchandis 
ing activities in cold drinks, sand 
, coffee, candy, popcorn. ‘This 
is one of the big money-making de 
partments of the drive-in. Many offer 
complete meals and short orders. 


wiches 


Drive-in builders are receptive to 
the contractor who has either had 
previous experience wiring drive-ins 
or who shows that he has studied 
their problems. Since the electric 
load seems to be ever on the increase 
at drive-ins, the wise electric contrac- 
tor will suggest provision for carrying 
these loads by increasing wire sizes 
and adding to the number of cir- 
cuits, as well as provisions for hooking 
in new circuits in the entrance panel 
when adequate provision does not 
seem to have been made on the archi- 
tect’s blueprints. 

Drive-in business is a good business 
to go after and any theater owner is 
a prospect. Another thing is that the 
average drive-in rolls swiftly to open- 
ing date once the work has been start- 
ed and a contractor can often get the 
a space of six weeks elap- 
sed time or less. 
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The JONES METAL PRODUCTS CO. 
WEST LAFAYETTE, OHIO 
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IDEA FOR WINDOW DISPLAY— 
Most women buy dishwashers be- 
cause they save time and work, a 
leading women’s magazine survey 
reveals. This array pots, pans 
dishes, glasses and silverware nee«- 
ed to serve 12 people dramatizes 
the big clean up job that will face 
many housewives during the holi- 
day season. As the biggest year 
round time and work saver in the 
kitchen, automatic dishwashers are 
getting top billing in many dealer 
windows with displays such as th 

One southern dealer calls the dish- 
washer a “volume builder” be- 
cause the sale of a dishwasher fre- 
quently earries a sink and disposal 
unit along with it. (See page 62.) 
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ready to sell‘eman 


$1895 Jountawell AUTOMATIC TOASTER 


for Christmas ? 


1. ORDER MORE TOASTSWELLS NOW— immediate delivery! 


2. DISPLAY TOASTSWELLS NOW with plenty of free LIFE string tags, streamers 
CASH IN QUICK and easeled reprints! 


ON THIS GIGANTIC 3. ADVERTISE TOASTSWELLS NOW with free tie-in newspaper mats that 
PROMOTION channel LIFE’S pull to your store! 
eee 
PHONE YOUR DISTRIBUTOR America’s tastiest toast is made in 


ae! 8 8§6Tooustwwell 
TOASTERS 


THE TOASTSWELL COMPANY 
620 TOWER GROVE AVENUE, ST. LOUIS 10, MO. 
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) Products for Practical 
| Christmas Giving! 
. Mimar Products make ideal scale gifts. 
Push the complete line ... suggest Mimar Products to 
Christmas shoppers—you'll help them—and yourself — 


at the same time. Prices ore right and the range 


is wide enough to suit every pocketbook. 


MIMAR PRODUCTS, INC., BROOKLYN 5, NEW YORK 
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Sylvio Lombardi, co-head of Lombardi-Brooks Appliance & Supply, Kirk- 
wood, Mo., believes that the average appliance dealership has too many 
appliances on the same floor. This showroom has plenty of space around 
the electric housewares display, and the over-all appearance is not cluttered. 





A Lor OF important new ideas in 
major appliance merchandising, tai 


lored to the times, are reflected in the 


operations of the huge Lombardi 
Brooks Appliance & Supply Co., new 
appliance dealership which opened in 
Kirkwood, Mo., in March. 

Easily the largest suburban appli 
ance dealership in the state, the Lom 
bardi-Brooks concern is headed by 
Svlvio Lombardi, a veteran home 


building contractor in the “plush” St. 


Louis Countv estate district, and Her 





The 


Lombardi-Brooks, is located 


€0 


largest suburban appliance dealership in Missouri, 
structure which is 
15@. feet long by 50 feet deep, and is divided into four 


in this 


man Brooks, a former master plum 
ber, with many years of know-how in 
appliance installation. In the sur- 
rounding Southwest St. Louis Hills 
district are many hundred-thousand- 
dollar homes, fast-growing residential 
districts for homeowners in the up- 
per-income brackets, all of whom are 
fair prospects for something new in 
merchandising techniques, developed 
by Lombardi. 

The former 


contractor—who, inci- 
dentally has been an electrical dealer 


auaneansinenenmntllle 


Some appliances 
require special 
sales technique 


by Robert A. Latimer 


in the past—carefully considered his » 
market when setting up original plans 
for the dealership. First, he believes, 
the average appliance dealership is 
too small, with too many appliances 
crowded on the same floor, with the 
result that prospects are confused and 
distracted. Second, he was well con- 
versant with the plumber-electrical 
dealer controversy which has hindered 
sales of garbage disposers, dishwashers, g 
and complete package kitchen installa- 
tions elsewhere in the country. Thus, 
Lombardi waited until late in the post- 
war period, when he was reasonably 
sure of adequate appliance supplies 
from manufacturers, two important 
franchises, etc., before breaking 
ground for the new building. At the 
same time, he formed a_ partnership 





separate departments. Each room is air-conditioned, sep- 
arated by modern pastel walls, has its own series of four 
display windows, and its own receiving room at the rear. 
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with Mr. Brooks, a plumber of long 
established reputation, who can guar 
antee installation of anything sold by 
the firm, as well as service. 

With this unique combination, the 
new showroom is likewise something 
different in appliance retailing. Un 
like the usual one-room building, the 
Lombardi-Brooks Appliance & Supply 
Company structure is 150 feet long 
by 50 feet deep, and is divided into 
four entirely separate departments for 
automatic laundry equipment, radio 
and television, general home appli 
ances, and a modern package kitchen. 
Each room is air conditioned, sep- 
arated by modern pastel walls, has its 
own series of four display windows, its 
own receiving room at the rear, equip- 
ped with an electric elevator and truck 
dock, ete. 

lo effectively reach the better-in- 
come market represented by the sur- 
rounding estate districts, the partners 
immediately set up a_ well-rounded 
outside sales crew, consisting of 
men, all paid on the basis of a straight 
10 per cent commission. 

“The salesmen voted in this plan 
themselves, inasmuch as our excellent 
location, fine amount of parking space, 
ind the established reputation of both 
partners help to make sales come more 
easily,” it was poimted out. 

The 7 salesmen will follow up leads 
developed through newspaper advertis- 
ing, which appears each week in three 

(Continued on page 88) 


(Top) The sales crew consists of 
seven men, all of whom _ spend 
most of their time on the outside 
inviting prospects to come in and 
look at one appliance at a time in 
separate showrooms, which elimi- 
nates interference from _ other 
salesmen. (Center) One of the 
most important departments is the 
television “theatre” in the center, 
which shows 20 sets. Through a 
policy of loaning out these sets, 
the store has had as many as 35 
out simultaneously. (Bottom) 
Demonstrations such as this infor- 
mative one on the ironer were pre- 
sented each day for a week during 
the formal opening period, and 
made many a_ housewife remem- 
ber the Lombardi-Brooks name. 
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by John Mason 


VOLUME 
BUILDERS 


-- Automatic 








dishwashers help sell combinations 


An ANNistoNn, Alabama, indepen- 
dent appliance dealer, who has been 
selling appliances for years, now has 
his business geared to competitive 
selling. He considers the market wide 
open on most appliances—but, they 
have to be sold. 

“Automatic dishwashers are a pet of 
mine,” says W. E. McGriff, owner of 
the McGriff Appliance Company in 
Anniston. ‘This company sold 58 of 
them in 1948, and considering that 
a sink combination and often a garb- 
age disposal unit goes with them, they 
are good items with which to build 
volume. 

“A dishwasher is typical of the 
many appliances for which there is a 
wonderful sales story today,’’ McGriff 
points out. 

“Ten years ago we were selling dish- 
washers on sanitary aspects alone— 
and now that is only part of the story. 
Perhaps the best reason for selling 
them is that the husband needs it as 
well as the wife. We find that hus- 
band and wife both are equally in 
terested in a dishwasher. 

“Today, the sales story on dish 
washers includes such facts as: it uses 
only eight gallons of water in +0 min 
utes; the dishes are washed absolutely 
clean, dried, and stored; and the capa- 
city of the dishwasher is 58 pieces, 
with silverware. 

“Unless the customer has a new 
sink, it is very easy to sell the dish- 
washer-sink combination, and of 
course the salesman.should exert every 
effort to sell a garbage disposal unit 
then and there, and get it all financed 
under one contract, for it is hard to 
sell the additional item later.” 
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These dishwasher sales are one rea 
son McGriff likes times better today 
than they were in 1935 and "36. 

“Frankly, we find our outside sell- 
ing a much more attractive proposition 
now than before the war,” 
“People are very much nicer to you 
now on house-to-house calls, often in 
viting vou inside, where you can look 
over their kitchens, see what applian 
ces thev have and could use, and can 
concentrate on the sales points of 
those they do not have.” 

This company now has one young 


he says. 








Automatic dishwashers are a pet of 
W. E. McGriff, owner of the Me- 
Griff Appliance Co., Anniston, Ala. 
In selling dishwashers, McGriff has 
made use of a number of sales 
builders effective on all appliances. 


man, L. B. Zaner, as a full time out 
side salesman, whose sincere manner 
fits in with the merchandising pro- 
gram of the company. 
“When a man is sincere in his ap 
proach, he usually gets a very nice re 
(Continucd on page 87) 


The McGriff store is not in a downtown competitive retail location. “We 

simply did not feel that it was necessary,” McGriff says. ““‘We do a lot of 

newspaper advertising, but have always found that our salesmen are our 

best advertisers. We know that our success hinges on honest sales effort 
more than anything else.” 
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Open daily 


= Cherchez la femme 


.. gnd you'll find her at 
Snook Brothers trying the 
Frigidaire automatic washer 
because it helps free her from 
so much household drudgery. 


baad 
FRIGIDAIRE 


backed by the 









femous SNOOK servios 


\ $299.75 
Only 29.75 Down 


ADVERTISING VS. 
\ 
SALESME) 


fa ak Th is dealer claims been talking about. All you do is put in the 


dirty clothes and soap and in just a “jiffy” 








you have completely clean clothes so dry 


. ee , 4 
ee ivi) e > > that many pieces can be ironed ot once, You 
no need for outside sales pesethcrtery arson Sie 
marvelous Frigidaire Automatic Washer. 4 
FREE buy with confidence ot CONVENIENT 
by Lawrence H. Bugg anne S 2 cae 
1020 Centro! Ave Charlotte's Finest Applionce Store Phone 3-8686 
Most pEALERS think of advertising 
as a sales help or adjunct for the out 
ide sales force, but a Charlotte, North 
Carolina, dealer has developed his ad vertising. Last vear the expenditure R. A. Snook, president of Snook 
vertising program to the point where for advertising alone amounted to Brothers, Charlotte, N. C., believes 
it has eliminated the need for an out $26,000, representing a large percent that the most effective means of 
shih iin Nica Cea tie ie : f 4 ¥ on ae reaching potential customers is 
e sales force—at least, for the pre- age of the gross sales for the vear. In through newspaper advertising. 
sent. the current vear they will spend a Snook advertising is original and 
Snook Brothers, a five-year-old ap similar sum for advertising. custom-made for the company by 
ee ig ; . ea ae : Mr. S ca -ach ad stresses 
pliance firm, has built up a thriving All our business is obtained bv ad fr nook, and « rch ad stress 
igi <a : “a 5 a single theme. 
susiness through judicious use of ad vertising,”” says Russell Snook, presi 


dent. “A constant barrage of adver 
tising, I would say, has made us the 
best known electric appliance dealer 
in North Carolina.” 

The company is composed of R. 
A. Snook, president and_ treasurer; 
SNOOK BR a p Mrs. E. B. Snook, vice-president and 
weww BROTHERS, INC. manager of the records and radio de- 
partment; H. D. Snook, secretary; and 
15 other workers, ten of whom are 
in the service department. 

The Snook Brothers store IS alt- 
cooled and lighted with fluorescent 
lighting. Against the soft colored 
walls stand the white refrigerators, 
ranges, and automatic laundries, all 
attached for operation, the complete 
electric kitchen being the most con- 
spicuous. Colorful cushioned chairs 
for customers invite leisurely inspec- 
tion of the merchandise. 

Fully 90 per cent of the sales at 
Snook Brothers are closed inside the 
bee view = eagaeaase — at — oo three of the four display store, and the rest are closed from 
windows, ou z. ses ) y i y ii e . . 
ing stays on entil msbdelgha, ps “a ap gee it at he oe es leads obtained through advertising. 
has had a television show in the window nightly for passers-by, with an Being: widely known in Charlotte, 

outside loud speaker furnishing the sound. ; the company obtains its business from 


EFRIGERAT 5ER . . 
” 
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The colorful radio and records section is one reason be- 
hind the fact that 90 per cent of the sales at Snook Broth- 


throughout the city, which is com- 
posed of more than 100,000 persons 
according to the 1940 census. Located 
at 1020 Central Avenue near Five 
Points in a residential neighborhood, 





Service men give each customer a form to fill out report- 
ing on courtesy and efficiency, and each man uses a cush- 
ion for tools, and does his own cleanup after a job. 
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it is in no sense a neighborhood store. 
Receiving business from the entire 
city, the company does not encourage 
inquiries from beyond metropolitan 
Charlotte, as the Snook Brothers feel 


ers are closed inside the store. Combined with advertising, 
this section aids greatly in pulling traffic. 


that is the extent of the area in which 
they can offer acceptable service. 

The most effective means of reach- 

ing potential customers, they feel, is 
(Continued on page 86) 
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The electric kitchen, always set up fer operation, is being 
demonstrated by Harold Snook. The kitchen, opposite the 
front entrance, is the first thing meeting the eye. 
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WHILE MANY DEALERS are fighting 
it out in the cities, where customers 
are easy to reach for house-to-house 
salesmen, H. H. Dickson, Inc., of 
Greenville, S$. C., has concentrated in 
a very successful fashion on selling 
complete appliance lines in the rural 
market. 

Mr. Dickson has dealt with farmers 
for most of his selling career, and has 
long sold dairy and bee supplies in 
this market. When he opened his 
appliance store in April, 1946, it was 
natural that he should continue to 
sell these lines, and use these con 
tacts for selling vacuum cleaners, re 
frigerators, ranges, water heaters, and 
home laundries. 

“Dairvmen make excellent custom 
ers,” Mr. Dickson states. ‘““Uhev are 
on a sound business footing, thev have 
money, and when they want some 
thing, they just go ahead and buy it. 
And other farmers also can now af 
ford to buy most anything thev need 
for their homes.” 

This firm is equipped to handle ord 
ers from dairymen for’ plants to serv- 
ice only a few cows up to those who 
wish to put in a pasteurizing plant. 
‘The sales volume of the company has 
been running from $125,000 to $150,- 
000 annually, with an average of 
around $25,000 in dairy supplies, 
some in hardware and bee supplies, 
and the remainder in appliances of all 
kinds. Quite a_ healthy appliance 
volume, and mostly sold in the rural 
market! 

“Equipping a dairy gives you con- 
tact with the farmer,” says Dickson. 
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RURAL SELLING 





- - You can’t afford to 


pass up the farm trade 


H. H. Dickson, of H. 
H. Dickson, Ine., 
Greenville, S. C., claims 
rural selling is a wide- 
open field — if you 
understand the market! 
He has dealt’ with 
farmers for most of his 
selling career, furnish- 
ing them with dairy 
and bee supplies. He 
uses these contacts to 
sell them a_ complete 
line of home appli- 
ances as well. Above is 
the spacious salesroom 
of the firm — note the 
complete line of elec- 
trical equipment and 
appliances displayed. At 
'eft is the glassed-in 
front of the firm. 


“It takes plenty of experience to help 
a farmer get dairy equipment and 
barns set up to accord with all city, 
county, and state health regulations.” 

“We offer the farmer a complete 
planning service. We help him draw 
his plans. We submit them to health 
authorities and get them approved be 
fore the farmer spends the first nickel. 
After plans are approved, we are ready 
to make complete installations from 
wiring to appliance installations. We 
sell large size water heaters, electric 
milkers, electric churns, ventilating 
systems, pumps, and other dairy equip 
ment in a complete package, and 
present it to the farmer ready to use. 

(Continued on page 85) 
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HASTER OREDIT 





-o This new credit tool 


encourages home im procemen (s 


AN EXPANDED MARKET for home im- 
provements and household appliances 
is envisioned by the editors of Archi- 
tectural Forum magazine. The “‘open- 
cnd” mortgage they advocate, with 
its low cost, long term financing, is 
designed to remove stumbling blocks 
from the way of families who need 
home improvements. 

Also called ‘additional finance ad 
vancing,” this type of mortgage per- 
mits an additional loan on a home for 
repair, improvement, or purchase of 
household appliances. Under its terms 
a borrower, for example, can repair a 
leaky roof, install an electric kitchen, 
or purchase an electric water heater. 
Payment for an additional loan is ex- 
tended over the remaining period of 
the original real estate mortgage, and 
with interest computed on the declin- 
ing balance, the cost is low. 

With appliance, sales and house 
building dropping below record levels 





The “open-end” mortgage is gaining popularity in many 
states. Providing for modernization and maintenance loans 
that run for the remaining period of the real estate mort- 
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of last vear, this new credit instrument 
is looked upon with increasing favor 
by many dealers, builders, and lend- 
ers. 

Since, according to the Federal Re 
serve Board, 80 per cent of the na 
tion’s families live on incomes of less 
than $5,000 a year, and since about 
75 per cent of U. S. homes are over 
20 years old, there exists a need and 
an opportunity in the field of home 
improvement not to be overlooked. 

Today, most home improvement is 
financed under FHA Title I loans 
which must be paid off in three years 
and one month. With 5 per cent in- 
terest on these loans taken out im 
mediately as a discount, the effective 
interest rate is around 912 per cent. 

Under the FHA Title I plan a loan 
of $1,000 is paid off at the rate of 
$31.90 a month, which is a consider 
able sum for the average homeowner 
when added to the cost of an existing 


mortgage. With longer term credit 
and a consequently lower monthly 
payment, the average homeowner can 
more nearly afford to make improve- 
ments, even to use better materials 
instead of settling for the cheapest 
materials possible. 

Under an open-end mortgage, a re 
advance of $1,000 spread over a ten 
year period would cost only $10.6] 
per month or about one-third the 
monthly sum required under FHA. 


A leading proponent of the open 
end mortgage is Arthur Swan Gold 
man, director of marketing and re 
search for Architectural Forum. About 
nine vears ago Mr. Goldman aided in 
selling the idea of the “package mort 
gage” under which electrical appli 
ances in almost every state mav_ be 
paid for over the term of a real estate 
mortgage. 

The June, 1949, issue of the Forum 
reported that ‘“‘progressive lenders” 
are using the open-end mortgage in 
three wavs as follows: “1. By introduc 
ing mortgage contracts which provide 
for additional advances in the future; 
2. By using modification agreements 
to add an additional advance clause 
to existing mortgages which have not 
been so written; 3. By 
title search requirements.” 

Chief complicating factor in the 
use of the open-end mortgage is its 
legal status, which differs from state 
to state. 

According to English common law, 
which is followed in 20 states, the 
additional financing on an open-end 
mortgage has first lien status along 

(Continued on page 84) 


simplifying 








gage on a home, this type of credit generally permits the 
installation of complete electrical kitchens at a monthly 
payment far below that required in most types of loans. 
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I woOuLp LIKE to discuss what I 
see ahead for our electrical appliance 
industry in both the near term and 
the longer term future. Any such pro 
jection must draw its basis partly from 
the past, and so I am going to begin 
with a review of the high spots of our 
recent history and a brief summation 
of the situation today. 

In common with all consumer capi 
tal goods industries, the electrical ap 
pliance industry emerged in 1945 from 
four vears of service in war production 
with tremendous accumulated con- 
sumer demand. We had a boom era 
in which people stood in line for ap 
pliances and most other products. 

Evervbody knew, or at least they 
said they knew, that such a situation 
couldn't last. A boom based on short 
ages and steadily rising prices was in- 
compatible with 
economy. 


a free competitive 
Ihe combination of high 
demand and favorable prices would 
encourage business to build new plants 
ind increase output by every other 
means management could devise. 
That, as we all know, is exactly what 
happened. And beginning in 1948 
first one industry, then another, reach 
ed the point where its increased pro 
duction caught up with demand. 


1949 a Turning Point 


Supply-demand balance in the ap 
pliance industry was reached early in 
1949. ‘Then, in April, we entered the 
second phase of the postwar readjust 
ment. I call that phase the buvers’ 
readjustment period. Buvers became 
selective and held off. Many became 
discount shoppers. Business senti- 
ment sank much lower than business 
itself. 

Talk of depression, of a real first 
class bust, was widespread. Actually, 
the underlving economic factors didn’t 
justify such sentiment at any time 
during the buyers’ readjustment peri 
od. Employment remained extremely 
high by any reasonable standards. Per 
sonal income stayed very close to the 
record 1948 level, when we had an in- 
flationary boom on our hands. Sav 
ings were being piled up by consum 
ers at high rate. ‘There was still a 
very subnormal use of consumer credit 
and there was no over-extension of 
credit in any segment of the economy. 

When the break came last spring, 
manufacturers generally countered the 
sudden reticence of buyers by cutting 
back production schedules and reduc 
ing prices. Price reductions were in 


This article is adapted from an 
address before the Atlanta Electrical 
Association, Oct. 28, 1949, 
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Strengthen your selling power 


to survive the pitfalls ahead 





by James J. Nance 


President, Hotpoint, Inc., 
Chicago, Ill. 


order, but I do not think the industry 
handled them in an orderly fashion. 
Instead of meeting the situation head 
on and making their cuts in one step, 
too many manufacturers nibbled away 
at their prices. ‘This was self-defeat 
ing because it only tended to make 
buyers think that by waiting longer 
they would benefit from further price 
cuts. 

At Hotpoint, after 
price adjustment, we took stock of 
the general situation and of ourselves 
and came to the conclusion that there 
was nothing wrong with business that 
a resumption of aggressive salesman 
ship—prewar style—would not cure. 
Acting on that conclusion, we gave our 
own sales structure an overhauling; 
then we backed our judgment by 
spending a quarter of a million dol 
lars on factory advertising. You may 
recall the series of ads we ran in 108 
cities, which were captioned, “The 
Truth About Appliance Prices.” ‘Their 
message was that appliance prices were 
not going any lower; that they already 
represented a downright bargain com- 
pared with either the general price 


making oul 
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level or any other specific manufac 
tured article. 

Judging by what happened, the pub 
lic was not long in coming to the 
same conclusion about appliance pri 
ces. Within 60 days after the April 
slump, appliance sales started up; by 
August goods were moving very brisk 
ly, and by September many products 
were on a back order basis. ‘That was 
the shortest lived slump in the 25 
vear history of the appliance business. 
Never in the history of the industry 
did business go down and get well 
so fast. 

So much for the recent past. Now 
what’s ahead? For the moment in 
considering that question I am going 
to disregard the coal and steel strikes 
—not because they aren’t extremely 
critical, but because they are a short 
term, artificial interruption to what 
seems to be to be the logical and nor- 
mal development of events. 

Historically this country has emerg 
ed from every great national crisis, in 
cluding wars and economic upheavals, 
a stronger and more prosperous na- 
tion. I am optimistic enough to be- 
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lieve that history will repeat itself, 
despite the unsettled international 
conditions and all the other great 
problems facing us. We will arrive 
at a higher economic plateau than we 
ever enjoyed in the past when the re- 
adjustment from the initial postwar 
boom is fully completed. ‘There are, 
I believe, many good reasons to ex- 
pect this. 


Vast Potential Exists 


We have today the largest and best 
trained work force in the nation’s 
history. We have the biggest and 
best equipped physical plant anv na 
tion has ever had to work with. We 
have more scientific and_ technical 
knowledge at our disposal and we are 
more disposed to use it than was ever 
the case in the past. We still have 
vast raw material resources, and we 
have extended or added to them by 
the development of a great many svn 
thetic raw materials. ‘These things, 
combined with an economic svstem 
which places the emphasis on progress 
through increased production, are the 
elements that make for a rising stand 
ard of living. 

That, as I see it, is the long term 
outlook. For the short term the coal 
and steel strikes have altered the pic 
ture. Had they not occurred it was 
my expectation that as the third phase 
of the postwar readjustment we would 
have come by now into a period of 
dealer adjustment. Business would 
be good, and rising, but demand 
would never outrun supply, with the 
result that strong competition would 
consistently prevail. Only the most 
able, alert and aggressive dealers would 
make really substantial profits under 
such circumstances. 

At the other end of the scale there 
would be a considerable number of 
dealers who would find that in the 
absence of a sellers’ market they were 
better off out of business than in, and 
would quit. That statement may 
seem like a very sour note, especially 
when addressing dealers. I think it 
is only realistic, however. ‘There was 
a big increase in the number of dealers 
during the sellers’ market when to 
make a profit it was only necessary to 
open up the shop each morning. So 
it is logical to expect some casualties 
as the result of competition. 

But for the short term, the strikes 
have changed this picture. Alloca 
tions are back with us again, not be- 
cause our industry doesn’t have the 
capacity to produce enough appliances 
but because we haven’t the stecl. One 
thing that has been generally overlook- 
ed is that in the four weeks since the 
strike started we have drawn a vacuum 
in the manufacturers’ pipe lines. Even 
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if the mills were to resume operations 
tomorrow production would be crip- 
pled for three to four weeks, because 
it would be at least two weeks before 
steel would start reaching the manu- 
facturers and about two weeks more 
before parts could be fabricated for 
final assembly. 

Hotpoint, incidentally, will not be 
as hard hit as some manufacturers. I 
read an announcement this week that 
Ford production will be halted for 
six to seven weeks. In our industry 
Hotpoint is fortunate because our fac- 
torics produce such a large volume of 
appliances that we can move them 
very rapidly to our dealers and cus 
tomers when full production is again 
possible. 

With this stoppage in manufacture, 
that now appears inevitable, there 1s 
every indication that appliances will 
be in tight supply, not only for the 
Christmas trade, but through the en 
tire spring season, because with the 


strong demand that exists todav for 
appliances, there will not be the op 
portunity for the industry to accumu 
late the inventories during the wintet 
months that are customarily built up 
in preparation for the heavy selling 
season in the Spring. ‘The steel mills 
were operating about 85 per cent of 
capacity prior to the strike and ap 
pliance sales had picked up so fast 
that the industry had been forced 
back on allocations. So there is no 
reason to suppose that when steel pro- 
duction is resumed and all industries 
are trying to refill pipelines appliance 
manufacturers will be able to get 
enough sheet steel to meet the de- 
mand. 


Seller’s Market Again 


In short, the appliance industry 
more than likely has a sellers’ market 
ahead of it again for at least six 
months. I, for one, do not look for- 
ward to such a situation pleasurably. 
Competition is the very lifeblood of 
our American economic system, and 
we learned from our postwar boom era 
that a sellers’ market is fraught with 
danger. It promotes price inflation 
and inefficiency in production and dis- 
tribution. Worst of all, it instills a 
false sense of security in workers and 
business men alike. 

In our industry we learned by re- 
ceiving a very rude shock last spring 
that our sales power had fallen almost 
to the vanishing point because of eight 
vears of disuse. Fortunately, our 
awakening, though rude, was thorough 
and in six months great progress was 
made in starting to rebuild. Advertis- 
ing began to look like it was intended 
to move goods; dealers began to hire 
and train salesmen; and salesmen be- 


gan to go looking for customers in- 
stead of hiding from them. The suc- 
cessful start the industry made in re- 
storing its salesmanship was respon- 
sible in an important degree for the 
quick comeback from the April slump. 

Our biggest job during the coming 
shortage period will be to guard 
against retrogression. The wise dealer 
won't allow himself even a moment of 
fancied security. He will never for- 
get that every sellers’ market must end 
and that a dealers’ readjustment is 
still overdue from the prolonged post 
war sellers’ market. We will go on 
building the sales power of his or 
ganization by sales training, by giving 
good service, by building prospect 
lists, and by everv other method of 
good salesmanship. 

Our industry is a voung industry— 
in some products it is really an infant 
industrv. That means that although 
we compete strongly for every sale, 
every sale that cach of us makes tends 
to broaden the market for all of us. 
I don’t know of any products that 
when they are out in service are better 
salesmen for themselves. 

As to the vouthfulness and growth 
opportunities of our industry, let me 
give vou a few facts on market penetra 
tion of various appliances that our re 
search department assembled recently. 

We often think of electric refrigera 
tion as one selling job that has been 
pretty well completed. Yet there are 
at least 8,250,000 wired homes that 
till use the old-fashioned ice box o1 
some other primitive means of refrig 
eration. 

There are 12,000,000 wired homes 
that do not have an electric washing 
machine. It is almost unbelievable 
that anv homemaker in this day and 
age would get along without this work 
saving piece of equipment. And the 
ordinary washer, of which there are 
millions in use, has been obsoleted 
by the automatic. Housewives are 
aware of this as indicated in a con 
sumer survey just completed, which 
showed the automatic washer at the 
top of the list in answer to the ques 
tion, “What appliance would vou like 
most?” 

You undoubtedly know how sales of 
clectric ranges have been growing. In 
January of this year 1.3 electric ranges 
were sold for every gas range. And 
a much higher percentage of gas range 
sales were for replacement, meaning 
that electric cooking is gaining very 
rapidly competitively and yet has a 
market saturation of only 16 per cent 
with 8,500,000 wired homes that do 
not use either gas or electticity for 
cooking. 

While we are discussing the ques- 
tion of cooking, we should recognize 
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one of our competitions to electric ap- 
pliances that has been coming up very 
fast—and that is the bottled gas in- 
dustry. In 1936 there were only 300,- 
000 bottled gas installations but by 
the end of 1948, this had grown to 5,- 
250,000. 647,000 were added in 1947 
and 728,000 more were added in 
1948. This makes a total addition of 
1,375,000 of such installations in two 
vears, or 25 per cent of the total num 
ber of installations. 

When surveys were made to deter- 
mine why so many customers living in 
wired homes had installed bottled gas, 
it was found that more than 70 per 
cent of these customers had never even 
considered buving an electric range. 
Ihe reason given was that verv few 
had even been called on bv an clectric 
range significant 
thing was that all of them were unde 
the false impression that bottled gas 
was much more economical to us¢ 
than clectricitv. As a matter of fact, 
based on national average figures, it 


salesman, and the 


costs twice as much. 

Economists agree with us that there 
tremendous area for growth of 
the uses cf electrical appliances in the 
home. But it is from these men that 
we are warned that services and prod- 
ucts for the home have plenty of very 
smart competition. ‘The money that 
buys an automobile cannot go into 
home living; neither can the money 
that goes into an expensive vacation 
tour; vet, those industries, like many 
others I could name, are enjoving great 
growth also. This makes us realize 
that we must protect our businesses 
by tremendous selling and promo- 
tional jobs. That is the only way that 
we can rest easy in the knowledge that 
we will get our full share of the poten- 
tial market for appliances. 

Now I would like to return briefly 
to the situation arising out of the steel 
strike and the sellers’ market it is creat- 
ing. Last April, when the customers 
suddenly started to back away and the 
bottom fell out of the market, appli- 
ance manufacturers were able to help 
give buying a big push by reducing 
prices. Don’t expect that to happen 
again when inventories pile up and 
buying slumps. There is nothing in 
the cards pointing to further price re- 
ductions. Manufacturers were able to 
make adjustments in April and May 
because the slump brought with it 
some cost savings, principally by end- 
ing the necessity for paving grav mar 
ket prices for some raw materials. 
That condition is not going to repeat 
itself. Present appliance prices leave 
no room for gray market raw mate- 
rial purchases. 


IS a 


Moreover, everything in the general 
economic situation indicates that the 


next move in costs is up, not down. 
Whether workers receive more direct- 
ly in the weekly pay envelope or in- 
directly in the form of company paid 
insurance and pensions makes no dif- 
ference. Either way it is an addition 
to the cost of manufacture. 

So we are going to have to count 
even more heavily on real salesmanship 
in the future than we did last spring. 
Fortunately present prices on electri 
cal appliances are favorable to the bu 
er. 

Government statistics show that the 
cost of living today is 70 pet 
above 1939. Electric refrigerators are 
up only 30 per cent. Even before the 
reductions last spring they were well 
below the general advance in prices. 
Ihe 30 per cent rise in refrigerators 
compares with a rise in food of almost 


cent 


120 per cent, an increase in clothing 
prices of 90 per cent, and an advance 
in house furnishings of all kinds of al 
most 85 per cent. Now let’s take 
automobiles and “look at all three” 
of the low priced makes in order to 
get a fait 
price of low cost automobiles rose 87 
per cent between 1941 and 1948. 

It was only when we took this stor 
of value to the buying public last 
spring, that we turned our business 
around and recovered from the slump. 
We must remember, however, that 
even though the demand for applian- 
ces is strong today, and the outlook is 
stronger, we are still competing on 
everv sale with some other article of 
desire that the customer might other- 
wise purchase. Therefore, it behooves 
us to keep on telling the story to every 
prospect of the outstanding dollar 
value offered in electrical appliances. 
It is only by the dealer telling this 
story on the sales floor that the indus- 
try can realize a return on the tremen 
dous postwar investment in modern 
production facilities, as well as re 
ceive full credit from the public for 
a pricing philosophy predicated on 
more goods for more people. 


comparison. ‘The average 


lhe second part of our value story 
is the extremely low cost of the clec 
trical energy that operates appliances. 
We are greatly indebted to the utility 
industry which has done a_pheno- 
menal job in cutting its prices while 
expanding to make more power avail 
able to more families. During and 
since the war when the general price 
level was rising some 70 per cent, 
the nation’s electric companies suc- 
ceeded in reducing the average cost 
per kilowatt hour of residential serv 
ice by 27 per cent. 

Now is the time to make up your 
mind that you are going to be among 
the dealers who survive the dealer 
readiustment, no matter when that 
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time may come, and that you will en- 
joy the good business that appears on 
the horizon with our economy on a 
very high plateau. Guard against suc 
cumbing to a false sense of security 
during the period when . appliances 
will again be in short supply. Use to 
the fullest the opportunity the next 
few months will give you to build a 
real Sunday punch into vour selling 
muscles. 


You and I and our industrv havc 
every reason to be optimistic if we 
will continue to strengthen our selling 
power as we were doing last summer. 
The people of our country want a 
progressively high standard of living 
and are willing to work to achieve it. 
The electrical industry is a voung in 
dustry, prepared to serve that want in 
more wavs and more completely than 
anv other single industry. In a word, 
our outlook is bright. Our success will 
depend on our own imagination, r¢ 
sourcefulness, and energ\ 


Magazines Can 
Help You Sell 


AGGRESSIVE, sales-promotion-mind 
ed dealers, who never let an 
tunity slip by, are scanning the home 
makers’ magazines for information 
that will help them sell more appli 
ances. The articles in these publica 
tions, accepted by housewives as un 
biased, frequently contain material 
that build up the use-value of home 
appliances to such an extent that sales 
resistance is radically reduced 


Oppo! 


Typical of such articles is a story in 
\icCalls magazine for July that gives 
a new slant on home freezers. Titled 
“This is How I Took a Vacation,” it 
relates how a housewife, Mrs. Jean 
nette Neisuler, of Schenectady, New 
York. spent “seven blissful davs of 
rest” in her own home through the 
aid of a home freezer and the helpful 
ness of her husband and children. 

On the Thursday previous, Mrs 
Neisuler did her vacation cooking and 
baking and set up a week’s menus 
with a view to simplicity and ease of 
preparation. She deposited a week's 
supply of lunches for her husband in 
the freezer and stowed away such a 
supply of food as to eliminate the 
need of further trips to the grocer 
store during vacation week. The chil 
dren and husband _ took 
household chores; and Mrs. Neisuler, 
after doing as she pleased for an en 
tire week, returned to her regular du- 
tics with a new zest. 


over the 


Che article was illustrated by sevea 
color photos and listed the menus 
emploved during the vacation weck 
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COLLECTION CONTROL 


which carries the profit and loss ac- 
counts, also those showing assets, liabi- 
lities, and net worth. 

(b) Filing tray, preferably 3 by 8 
inches, for active past due cards at 
front end (Live File). Rear end for 
inactive past due cards. Those credit 
customers who have paid up, but may 





Here’s a system that will pep 
up collections for the dealer 


by Arthur Roberts 


Cot ections are slowing up. Bad 
debts are increasing. Dealers report 
that more customers are asking for 
credit, that open accounts are increas 
ing. Installment credit is at an all- 
time high—about $8 billion. This 
should put the electrical dealer or con- 
tractor on guard—those in this field 
had better check up on their method 
of handling credits and collections and 
make sure that the system installed as 


essentials. 


dealer at minimum 


(1) Collection Records. 

(a) Ledger sheet, preferably with 
lines for “terms,” 
limit.” Sheets of this tvpe may be 
bought in stationery 
placed in the accounts receivable led- 
ger, sometimes called the customers’ 
ledger. If the dealer does a big credit 
business he may be obliged to have a 


buy again at any time (Dead File). 

(c) Past due cards (Form 1). 

(d) Numerical index tabs from | 
to 31, one tabe for each day of the 
month to operate tickler system in the 
live file. A tickler system is a type 
file by means of which any phase of 
business operation due for handling 
on the current day is automatically 
brought to ‘attention. 

(ec) Alphabetical tabs for alphabeti 
cal filing in dead file. 

(f) Folder for credit reports and 
financial statements—usually, on com 
mercial accounts. 

Binder for collection analysis 


expense has two 


“rating,” “credit \8) 
chart. 

h) Folder for collection form let 
ters with code numbers so that the 
form sent can be designated by num 
ber on the past due card. 


(2) Collection Routine. 


stores and are 


sures a minimum of bad debt losses. separate ledger for his receivables; oth Go through accounts receivable 
The collection system that will get erwise, he can combine these accounts daily. Prepare past due cards for de 


maximum results for the electrical 


in a section of his general ledger, 


(Continued on page 84) 





PAST DUE CARD 


Customer's Name 
Address 


Date of 


Sale Amount Follow-Up 


Phone 
lerms 


Date of Next 


Follow-Up Payment Date 


(Additional space provided here) 





FORM 1 — Five- by 8-inch ledger cards obtainable at any 
stationery store make desirable past due cards. Make out 
a ecard for each delinquent account, showing the amount 
past due, then write a collection letter, entering the form 
number in the column headed “Follow-up.” Date the 
letter ahead under “Date of next follow-up” and put the 


ecard in the tickler file behind the tab card for that day. 
If payment is made before that date, pull out the card, 
enter payment in the proper column with the date and 
file the card in the dead file. If payment is not received, 
the card comes up for follow-up on the date designated, 
and the dealer sends another letter, recording the facts. 





COLLECTION ANALYSIS CHART 


Monthly summary 


Month 
Customer's 1-30 30-60 60-90 
Name OA Days Days Days 


of past due accounts 


Year 
Over Judg- Bad Legal 
4 Months Suits ments Debts Costs Total 


(Additional space provided here) 





~~ 


FORM 2 — This form can be typed up each month or 
quarter with the heads as shown. If any bad debts have 
been written off during the period, list them in the proper 


column, also suits, judgments taken, and legal costs. The 
dealer may add other headings to suit individual re- 
quirements. 
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Now THAT THE shortage of elec- 
trical appliances is “over, more and 
more dealers are resorting to carefully 
planned campaigns to spur lagging 
sales, such as the water heater promo- 
tion put on recently by the Welmont 
Electric Corp., of 11 West Grace 
Street, Richmond, Va. 

Known as Welmont since 1940, the 
company employs 19 persons, seven 
of them salesmen. ‘The salesmen ro- 
tate their duties on the sales floor and 
six men are always doing outside sell- 
ing. 

“Last spring we decided to try a 
small, highly-localized campaign on 
electric water heaters, using direct 
mail followed up with home calls by 
one of our salesmen,” said W. J. Hog- 
gard, vice-president and general man- 
ager of Welmont. “The results are 
definite proof of the value of this type 
of promotion. ‘The campaign, which 
cost a few dollars for postage, and a 
few days of one of our salesmen’s time, 
resulted in the sale of nine electric 
water heaters and two home freezers. 
That’s one water heater for each eight 
potential customers.” 

“We found that careful selection 
of the location for a promotion such 
as this pays big dividends,” he conti- 
nues. “There were three major fac- 
tors which governed our choice of 
location. First, we wanted to try a 
development of relatively new homes 
in a suburban area. Second, the area 
had to be one with a high percentage 
of owner-occupied homes. ‘The third 
requirement was that there be a mod- 
erate number of homes in the section 
already using electric water heating. 
We included this on the theorv that 
“back fence” talk might already have 
done a little pre-selling for us.” 

Getting down to a final selection 


(Top) The success of the carefully 
planned electric water heater cam- 
paign staged recently by Welmont 
Electric Corp., Richmond, Va., to boost 
sales was due largely to the efforts 
of these three men: John L. Burke, 
sales manager; W. J. Hoggard, vice- 
president and general manager; and 
E. S. Stewart, salesman. By using 
direct mail followed up with home 
ealls by salesman Stewart, the com- 
pany sold more heaters in the first 
six months of 1949 than during all 
of 1948. (Bottom) Salesman E. S. 
Stewart, middle, called on prospective 
customers in a certain district after 
they had received three different di- 
rect mail pieces, mailed at three-day 
intervals. No particular effort was 
made to sell appliances other than 
water heaters, but in addition two 
home freezers were sold as a direct 
result of -Stewart’s calls! 
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Successful water heater promotion 


uses direct mail. area canvassing 


by Bill Cogbill 


of the location for the promotion, 
they decided tentatively on Maple 
wood Road in Lakeside, a suburban 
residential section of Richmond. ‘The 
road had 100 homes on it, the major- 
ity of them postwar. By checking the 
city directory, they obtained the 
names of the residents and found that 
82 of the homes were occupied by 
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their owners. Records of the Virginia 
Electric and Power Company revealed 
that 17 of the homes were already us 
ing separately-metered electric water 
heaters. However, when the mailings 
were made, literature was sent to every 
home on the road. 

“We felt that it was a good oppor 

(Continued on page 83) 











253—Monarch Electric Ranges. Data is available from Malle- 
able Iron Range Co., 4861 Lake St., Beaver Dam, Wis., on all 
types of this company’s ranges. 


260—Ventilating Fans. The complete line of C & H venti 
lating fans is pictured, with dimensions and details, in a new 
24-page catalog. Described are exhaust fans, window fans, air 
circulators, portable and desk fans, and fan accessories such as 
grilles and shutters. C & H Air Conditioning Fan Co., Inc., 
1603 DeKalb Ave., NE, Atlanta, Ga. 


265—Coffee Makers. ‘The complete line of Cory coffee 
products, including the famous Cory rubberless coffee brewers, 
service set, the Cory Automatic, electric coffee grinder, 2-heat 
electric stove, and commercial units is described in a 20-page, 
beautifully illustrated booklet. Copies may be obtained from 
the Cory Corp., 221 N. La Salle St., Chicago, Il. 


266—Air Circulator. A highly illustrative two-color folder, 
containing interesting facts about air circulation, may be ob- 
tained from the Fresh’nd-Air Company, 221 N. La Salle Street, 
Chicago 1, Illinois. 


269—Sales Helps. A variety of sales helps, including Sound 
Slide Colored Training Films, How to Sell Booklets, Consumer 
Pieces, Specification Sheets, Demonstration Kits, Display Cards 
and Promotion Kits for selling and demonstrating General 
Mills Home Appliances—PressureQuick Saucepan, Tru-Heat 
Iron and Steam Ironing Attachments are available to dealers 
from General Mills, Inc., Home Appliance Dept., 1620 Cen 
tral Ave., Minneapolis 13, Minn. 


277—Water Heaters. Information is available about +! 
“SEPCO” Electric Water Heater from the Automatic Flectri 
Heater Co., Pottstown, Pa. Literature available describes se 
eral exclusive features in the “SEPCO” line of round and table 
top heaters. 


3$3=Fans.— Cafalogs Nos. 863 and 864, just issued by Chel 
sea Fan & Blower Co., Inc., 1206 Grove St., Irvington 11. 
N. J., include descriptive copy, specifications, dimensions, photo 
graphs, etc., of a full line of fans for residential, commercial 
and industrial uses. ‘These catalogues include information on 
17 types of ventilating and comfort cooling equipment varving 
in size from 12 inches to 60 inches, and in output from 1,000 
c.f.m. to 32,000 c.f.m 





ELECTRICAL SOUTA, 


806 Peachtree St., NE Dec., 1949 

Atlanta 5, Ga. 

Gentlemen: 

Please send me bulletins indicated below. 

Riess co NOs, No. ee NG@ig os 6 5 eas 
¢ Print Plainly) 

WME a et eas see tetee Title... pic 


City & State. cence ce rere eeeessessvcessene 











72 


| ih Available Binge to Se of rR 
Electrical South upon Request © ~ 


F (Additional items will be found on page 36) 


351—Radiant Heaters. Edwin L. Wiegand Co., 7500 Thomas 
Blvd., Pittsburgh 8, Pa., has prepared a portfolio of Chromalox 
Radiant Heater Application Reports. In addition, the portfolio 
includes catalog sheets and technical data on the Chromalox 


“RAD” heaters. 


355—Electric Fans. A new Emerson-Electric Master Fan 
catalog, illustrating in color and describing in detail their com- 
plete line of 1949 fans, is offered by the Emerson Electric 
Mfg. Co., St. Louis 21, Mo. 


362—Hot Water Heaters. Informative and well-illustrated 
data are available from M. M. Hedges Manufacturing Co., Inc., 
Chattanooga, Tenn., on their line of Mertland Automatic 
water heaters, 


366—Propeller Fans. The Herman Nelson Corp., Moline 
Ill., announces its new Bulletin 3111 containing 12 pages of 
technic al information and concise details about direct and belt 
drive propeller fans as well as practical, proven unit fans 


369—Electric Fans. A 28-page, profusely illustrated booklet 
describes in complete detail, this company’s line of fans 
Booklet available from Emerson Electric Manufacturing Co 
St. Louis 21, Mo. 


370—Seco Fans. New bulletins by Seco-Lite Manufacturing 
Co., 4916 Easton, St. Louis 13, Mo., are now available, illus 
trating Seco Belt-Driven cooling fans and window fans. Bul 
letins contain data on installations in homes, apartments, com 
mercial, and industrial applications. 


374—Window and Attic Fans. <A four-page catalog piece 
completely illustrated and containing descriptive information on 
the new low cost “all in one package’ window and attic fans 
has just been released by the Viking Air Conditioning Corp., 
5601 Walworth Ave., Cleveland 2, Ohio. Illustrations of auto 
matic ceiling shutter and automatic electric timer are included 


380—Electric Water Heaters.. New specification sheets are 
now available for a full line of cylinder and table top models, 
featuring the Water Hotter, from the White Products Corp., 
Middleville, Mich. 


381—Heaters and Circulators. ‘The complete line of Mimar 
Products, Inc., Brooklyn 5, N. Y., is included in a folder which 
gives specifications, features, and prices of all Mimar heaters 
and air circulators. 


383—Fans. Catalogs Nos. 863 and 864, just issued by Chel 
sea Fan & Blower Co., Inc., 1206 Grove St., Irvington 11, 
N. J., include descriptive copy, specifications, dimensions, photo 
graphs, etc., of a full line of fans for residential, commercial, 
and industrial uses. These catalogues include information on 
17 types of ventilating and comfort cooling equipment varying 
in size from 12 inches to 60 inches. 


384—Electric Fans & Drills. Signal’s complete line for 1949 
is shown in a new catalog just off the press, featuring a wide 
variety of desk, pedestal, exhaust, and vent fans. Literature on 
drills, telegraphic equipment, and motors is also available from 
the Signal Electric Mfg. Co., Menominee, Mich. 


389—Electric and Gas Water Heaters. Four page illustrated 
folders explain outstanding features of Fowler water heaters 
including porcelain lining, “black heat” elements, and 3-way 
insulation. These folders list specifications, dimensions, and 
construction details, and are available from Fowler Manufactur- 
ing Company, 2545 S. E. Gladstone St., Portland 2, Ore. 


ELECTRICAL SOUTH for DECEMBER, 1949 








eb ce SASL 





ITE LLL EN I I 








News ® 





Forums Featured at 


NARDA Conference 


APPROXIMATELY 100 appliance, ra- 
dio, and television dealers from Mem- 
phis and the MidSouth met at the 
Peabody Hotel, Memphis, ‘Tenn., on 
November 17, for one of ten NARDA 
distribution point sales conferences 
held throughout the country recently. 

Wallace Johnston and Norman 
Brown, Memphis appliance dealers, 
were co-chairmen in charge of ar 
rangements for the meeting, which 
began with a luncheon followed bv a 
series of forums, and was climaxed by 
a dinner meeting at which Walter 
Daily, general sales manager of the 
Lewyvt Vacuum Cleaner Division, of 
the Lewvt Corp., spoke on “Touching 
All Bases.” 

J. A. Leach, Jenkins-Leach, Inc., 
Memphis, opened the afternoon for- 
um meetings with his viewpoints on 
‘Hiring and Training Salesmen.” Mr. 
Leach stated five problems in the 
building of a sales force were: (1) how 
to determine the night number of 
salesmen needed; (2) where and how 
to find potential appliance salesmen: 
(3) finding men with proper qualifi- 
cations; (+) proper orientation; and 
(5) training to develop salesmen 
quickly. 

Wallace Johnston, of Wallace 
Johnston Co., Memphis, in discussing 
“Salesmen’s Compensation,” stated 
that compensation in the form of a 
proper attitude and confidence in the 
salesman on the part of the dealer is 
equally as important to the salesman 
as monetary compensation. 

George Bates, president of Home 
F.quipment Co., Memphis, concluded 
the discussion with his view that a 
good salesman should sell between 
$60.000 and $100,000 worth of ap 
pliances a year. 

“Sales Promotion Ideas That Click” 
was the subject of the second forum 
discussion, and Jack Tecter, ‘Teeter 
\ppliance Co., St. Louis, stated that 
a sure-fire way to promote sales was 
through retail salesmen’s good will 
contacts with customers. Mr. Teeter 
advocated “taking the better mouse 
trap and beating a pathway to the cus 
tomer’s door.” 

Bill Wolfe, appliance sales manager 
of Sears-Roebuck, Memphis, was the 
next speaker on this subject, followed 
by Norman Brown, of Sommers- 
Brown, Inc., Memphis. Mr. Brown 


offered six factors for the deaier to 
consider before putting sales promo- 
tions into use. The factors were: (1) 
what market are you appealing to; 
(2) analyze the promotions offered 
to you; (3) analyze the cost of the 
promotion; (+) discuss the promotion 
with someone who will be frank in 
their opinion of it—a housewife; (5 
spend your money where vou will get 
results; and (6) be able to sav “no” 
if you don’t think vou'll be able to 
make results. 

Third forum topic was ‘Problems 
Confronting Local Dealers,” and this 
was capably handled by Ernest Chis- 
holm, Tupelo, Miss., who discussed 
service warranties and guarantees. 
“Service is the primary factor in your 
business,” stated Mr. Chisholm, “‘as 
at least four-fifths of vour business 
stems from customer good will result 
ing from good service.” Mr. Chis- 
holm concluded that dealers must de- 
mand more service from the facton 
in order to give better service to 
their customers. 

The subject of ‘““Trade-Ins” was 





touched on by James Archer, Archer 
Furniture and Appliance, Memphis, 
and by Bill Wolfe and Jack Teeter. 
Clif Simpson, managing director of 
NARDA, rose from the speakers’ ta- 
ble at the close of this discussion 
to state that he did not see how 
any appliance dealer could expect 
to operate his business indefinitels 
without accepting trade-ins, and that 
he might as well learn to solve this 
problem at a profit. 

“Terms and Financing” was head- 
ed by Norman Brown and Wallace 
Johnston, and the last subject of dis 
cussion, “Need of Organized Co-op 
eration Among Dealers,” featured 
Charles Akers, Jr., who pointed out 
that “dealers can do in an association 
what they could not possibly do by 
themselves.” Clif Simpson seconded 
this statement heartily, replying that 
“appliance dealers must organize to 
get ahead,” and “the two most im 
portant words in your business dic 
tionary are ‘organize’ and ‘co-op 
erate.’ ”’ 

At the close of the forum meet 
ings, dealers voiced unanimous ap- 
proval of Mr. Simpson’s suggestion 
that similar meetings be held twice a 
vear in the future to keep posted on 
industry happenings and discuss prob- 
lems experienced bv all the dealers. 
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TOP TEN CLUB — At the Second Annual Coolerator Conclave, October 24 
and 25, in Chicago, L. W. Hamper, president of the Coolerator Company, 
presents Buford Myers of Modern Appliances, New Orleans, with a citation 
plaque and membership to the Coolerator “Top Ten” Club, an organization 
of the top Coolerator distributors for 1949. Ed Breshears, of Ozark Manu- 
facturing and Supply of Springfield, Mo. (at right) awaits his award. 
Other scuthern distributors who were initiated into the Coolerator “Top 
Ten” Club a’ this time were: Charles S. Martin Company, of Atlanta, 
Georgia; Radio and Appliance Distributors, of Chattanooga, Tenn.; the 
R. P. MeDavid Company, of Birmingham, Ala.; Jenkins Wholesale Division, 
Oklahoma City, Okla.; and Gunn Distributing, of Little Rock, Ark. 
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Television Introduced to 
San Antonio Market 


THE APPLIANCE Association of San 
Antonio, an aggressive, well organized 
association of wholesalers and _retail- 
ers of home appliances, realized that 
with the coming of television to the 
San Antonio market, definite steps 
should be taken so that the public 
would start off with a good impres- 
sion of television. 

A committee was formed to investi- 
gate just what could be done so that 
when Station WOAI-TV went on 


the air around the middle of Decem- 
ber, the public would have favorable 
reaction to television and display in- 
terest by buying sets. 

It was decided that the distributor- 


members of the Appliance Association 
of San Antonio would sponsor a tele- 
vision show in the Alamo Stadium 
Gymnasium. All major brands of 
television sets were placed on display 
conveniently located in a_ rectangle 
facing out around the middle of the 
floor. 

Station WOAI-T'V co-operated to 
the extent of televising during the 
show hours 3 p.m. to 10:00 p.m.., for 
the three days of the show. One of 
the local newspapers—the San An- 
tonio Light sponsored a contest for 
the selection of Mr. and Mrs. ‘TV, 
with the talent appearing during the 
three days of the show, finals on the 
last night of the show. The San An- 
tonio Express and Evening News 
sponsored a high school essay contest 





Nearly 35,000 San Antonians saw some 


part of the three-day television 


show sponsored by the Appliance Association of San Antonio to familiarize 
the people of San Antonio, Texas, with the possibilities of television just 


before Station WOAI-TV went on the 


air. Below, left to right, are Ed 


Sweeney, co-chairman of the television show committee; Harry L. Roper, of 

the Alamo Distributing Co. and president of the Appliance Association; 

Hugh A. L. Halff, owner of Station WOAI-TV; and Dick Perry, also of 
Station WOAI-TV. 
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ing the month of October. 


and each of the high schools in the 
city presented five to ten minute acts. 
The publicity that each of the papers 
gave to their particular part of the 
show filled pages and, of course, help- 
ed stimulate interest in the show. 

Both papers carried full sections on 
TV the day before the show. The 
Appliance Association of San An- 
tonio . advertised the show in_ local 
newspapers, +40 inch display advertise- 
ments, over Radio Station WOAT, 
on a painted bulletin near the Gymn 
asium, and with car bi&mper cards. 
Even though the show was free to 
the public, retail dealers were sup- 
plied with printed invitations to the 
show and the public was asked to pick 
up their invitation from their favorite 
retailer. 

Ihe results were astounding. The 
stadium which will hold over 6,000 
was packed full each night of the 
show, and was over half full during 
the daytime part of the show. Con 
sidering the turnover in viewers, it is 
estimated that some 35,000 San An 
tonians viewed some portion of the 
show. 


Refrigerator Dealers 


Number Over 88,000 


IN A sURVEY completed recently by 
the Statistical Department of the Na 
tional Electrical Manufacturers Asso 
ciation, it was indicated that 88,025 
dealers sold electric household refrig 
erators in 1949. This is in compari 
son with a count of 87,066 dealers 
who were active in 1948. ‘These 
figures represent the total numbe1 
of dealers for the twelve companies 
included in the NEMA survey. 

The companies represented are: 
Admiral Corporation; Avco Manufac 
turing Corp.; Coolerator Company; 
Frigidaire Div., General Motors 
Corp.; General Electric Company; 
Gibson Refrigerator Company; Hot 
point, Incorporated; International 
Harvester Company; Nash-Kelvinato1 
Corp.; Norge Div., Borg-Warnet1 
Corp.; Seeger Refrigerator Company; 


and Westinghouse Electric Corp. 


Record Sales 
In Nashville 


THE VALUE of promotion was 
brought to the attention of Nashville 
dealers forcibly—and_ pleasantly—dur- 
Ihe spe 
cial “Electric Jubilee’ promotions 
supported by a large amount of extra 
dealer advertising played a prominent 
part in creating a new October record 
for sales of major appliances. 

A total of 1,906 ranges, water heat- 
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ers, refrigerators, and home freezers 
were sold in comparison with 1,200 
during October, 1948. The compari- 
son of October, 1949, sales with Octo- 
ber, 1948, sales by appliances is as 
follows: ranges, 645 as compared with 
390; water heaters, 456 as compared 
with 336; refrigerators, 780 as com 
pared with 467; and home freezers, 
25 as compared with 7. 


Sales Conference 
Held in Atlanta 


A THREE-DAY meeting devoted to 
all phases of sales from the light and 
power company viewpoint was held 
in Atlanta on October 26, 27, and 28, 
by the Sales Section of the Southeast 
ern Electric Exchange. ‘The first dav 
of the session was given aver to com 
mittee meetings covering residential, 
commercial, industrial, advertising, 
and agricultural development activi 
ties. 

The last two days of the conference 
featured addresses by nationally 
known speakers, who discussed a wide 
range of topics related to utility sales. 

Ihe survival of the free market is 
the big test facing American business 
men, L. R. Boulware, vice-president 
of General Electric Co., told the 
group. 

Mr. Boulware maintained that ou 
economic system is in grave danget 
as a result of unsound government 
spending and the spread of false ideo 
logies about American business. 

He said that while politicians are 
preaching free services and free ben- 
efits, the costs are being collected di- 
rectly and indirectly from the public 
as a whole. 

These “free” services are being paid 
for through taxes hidden in consumer 
prices, in the inflation from deficit 
spending and unsound monetary prac- 
tices. 

Businessmen must also begin a 
“sales” campaign to defeat preachers 
of false ideas about capital, profit, 
risk-taking, and false security, he 
maintained. 

Southern power companies showed 
up well in a comparison compiled by 
H. M. Sawyer, vice-president of Amer- 
ican Gas and Electric Co., of New 
York. 

Mr. Sawyer pointed out that the 
five largest members of the South- 
eastern Electric Exchange have an 
average annual kilowatt-hour con- 
sumption per domestic customer of 
2,079. 

This average consumption com- 
pares with 1,285 for five northern 
metropolitan companies and 1,508 for 
five midwestern companies. 





Among the speakers heard at the opening session of the Sales Conference 

of the Southeastern Electric Exchange were L. R. Boulware, left front, 

vice-president of General Electric Co.; H. M. Sawyer, right front, vice- 

president, American Gas and Electric Co., and Fischer Black, left rear, 

editor of Electrical World. Les Taylor, right rear, who presided over the 

conference, is chairman of the Sales Section of the Exchange and vice- 
president of Mississippi Power and Light Co. 


Another conference 
warned of the dangers of socialism. 
In an address entitled “Creeping So 
cialism,” Dr. Clifford L. Ganus, of 
Harding College, Searcy, Ark., said: 

“We are heading for socialism by 
default. If we have socialism in this 
country, it will be by default. Unless 
we are vigilant, it can happen here.” 

Io combat the trend, Dr. Ganus 
urged the capitalist svstem to correct 
its faults and then make an all-out 
effort to sell the merits of the capital 
ist system to the American people. 


speaket also 


Sales Potential Unlimited 


Ihe conference also heard addresses 
by two appliance manufacturing exec 
utives, J. J. Nance, president of Hot 
point, Inc., Chicago, and D. A. Pack 
ard, household sales manager for Kel 
vinator. 

In his talk at the conference, Mr. 
Nance told the group that the electric 
utility business is “‘scarcely out of 
its infancy” from the standpoint of its 
potential for public service. 

He said he had “complete con 
fidence” that the only thing needed 
to convert the “present great poten 
tial into actual sales of both appli 
ances and electrical energy is hard- 
hitting selling of the kind that built 
our industry in the 1920's.” 

The key to the revitalization of 
American salesmanship today is good 
retail sales management, according to 
Mr. Packard. 
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Other 
Sales 
right, E. R. 
dent, N. W. Ayer and Son; and H. 


speakers at the Exchange 
Conference, seated left to 
Dunning, vice-presi- 


M. Sawyer, vice-president, Ameri- 
ean Gas and Electric Co. Standing 
left to right, Orrin E. Wolfe, vice- 
president and manager of com- 
mercial cooking, Hotpoint, Ine., 
and Clifford L. Ganus, of the 
faculty of Hard'ng College, Searcy, 


Ark, 


“The trouble with American sales- 
manship lies in the fact that we have 
only dozens of retail sales managers 
with actual prewar sales management 
experience, where we have need for 
thousands,” he said. 
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Gibson Expands 
Sales Divisions 


AS ONE MOVE in its over-all program 
to capture a larger share of the major 
appliance market, J. L. Johnson, gen 
eral sales manager of the Gibson Re 
frigerator Company, Greenville, Mi 
chigan, has announced an increase in 
the number of its regional sales divi 
SIONS. Phe 


increase, Johnson points 


out, will enable Gibson divisional 
sales managers to help Gibson distr 
with Gibson 
retailers and their salesmen 

William H. Dennison, former divi 
sional sales manager in the Southwest, 
which included Arizona and 
part of Louisiana, has 
ward to the coast. 


manages the Western Division cover 


butors work more closely 


l'exas, 
moved west 
Dennison now 
ing Colorado, Utah, Idaho, and 
northern California. 

Don D. Shonn, formerly at Gib 
son Sales headquarters, goes into th« 
ficld to cover the Southwest territon 
which includes ‘Texas, and part. of 
Louisiana. lis headquarters a 
Dallas. 


Eid Byrne, former assistant advertis 


C 11) 


notion manager, 1s 
Southern 


ing and sales p 
taking over the division 
which includes Arkansa 
and parts of Alabama and Louisiana. 


Byrne's head quart« irc in. Memphis, 
| 


lcnne a oe 


chinessec,. 
In the remapping of its sales terri 
Gibson has added two. ne 


tOTics, 


idditional manager 1 the East. Thi 


two men are John TI. Davidson and 


Robert Sanford. \l Davidson ha 


been assigned to. the metropolitan 
New York market Nir. Sanford, 

is a veteran m= appliance 
been issigned to VCT Vid 
Washington, D. C., id | 


Penns in 


. 


Rainier Enters 
Appliance Field 





RAINIER COMPAN \linneap 
is cn ng the major appliance ficld 
ith a complete | of high qualit 
! ) ing tl ld 
est design and ding 
nev 
fhe i<amicr refi itor line in 
cludes f models with both upright 


tvpe and horizontal tvpe freezers. Re 
frigerated storage drawers are featured 


on all models. Prices start at $209.95 
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D. D. Shonn 


for the S cu. ft. model with shelf tv pc 
Ircczcr. 


Rainicr electric ranges will come in 


> models with 


prices starting at 
$169.95. Other Rainier major ap 
pliances include home freezers, cloth 


es drvers, hot water heaters, washing 
machines and cabinct ironers 

Phe Rainier Company will assign 
exclusive sales territorics to 68 leading 
wholesale distributors in the United 
States Distributors 
and dealers are invited to write for de 
Plan for Greater 


there are still a few 


ind possessions. 
tails on the Raimict 
Profits” 
valuable territories open. 


Phe Rainier Company will present 


its entire line of major apphances at 
the American Furniture Mart during 


the January Furniture Sho 


Kelvinator Analyzes 
1949 Sales Trends 


Diviston of Nash 


\ 
) f , 
| tp ( i 
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in ( 
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, 
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the first ¢ mn ( nd ( 
would have l ed still highe in 


August, Lawson said, but for lack of 
product it the retail level. 
Analyzing 


<* “ ] 
summer sales volume, 


the exceptionally high 
Lawson listed 


ELETTRICAL SOUT! 


Robert 


E. J. Byrne 


Sanford 


gencral causes: deferment of 


consumers until thev be 


three 
buving by 
came convinced that prices were sta 
bilized; the termination of 
tion W > and use of low 
ment installment sclling; and normal 
hot-weather breakdown of 


Regula 
down pat 


older re 


frigerators. 





ied a fourth 
reason which he said applied particu 
larly to Kelvinator—the full-length 
door refrigerator design. 

“The 
of Kelvinator’s full-length-door model 
for the past 22 months has given Kel 


However, Lawson adc 


cold-clear-to-the-floor design 


} 


vinator retailers a distinct product 


advantage,” Lawson said 
“During the past fiscal vear, Kel 
vinator dealers made over +0 per cent 


Pa ] 


of their sales in the cold-clear-to-the 


floor models. ‘This undoubtedly 1 
the highest percentage of volume in 


S300 





refrigerators costing more 
ever accomplished bv a sales organiz 
tion in a competitive period 
| on announced that 195 
trigecra 1} els ill 7QO into p ad 
m soon, with publi 
planned for late this 
Whirlpoo! Slates * 
200 Dealer Meetings 
\PPLIANCE retail it t 
vill sce the n f Whi 
nite : 1] 
; f 
! 4 
1 , , it 
q 
C on, S lo \ | Nit 
( | | WW Whi ( butors 
In add n iem tions oft 
the produ dc ll be told how 
the Whirlpool advertising and promo 
tional programs now under wav will 


affect them at the local level. 
Many sessions will be in the form 
; It is 


of open houses and dinners. 
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expected that total attendance will 
top 25,000. 

The vast program is a major phase 
of the campaign to educate retailers 
in the company’s new line of prod 
ucts. It started in August with a 
well-attended three-day program in St. 
Joseph for distributors from all over 
the country. 

Next step in the program was a 
serics of 14 meetings at which distri 
butors showed and explained the line 
to then Cities in which 
held were Port 
Krancisco, Los An 
Moines, 
Memphis, Houston, Chicago, Cincin 
nati, Philadelphia, Boston, Rochester, 
ind Atlanta 

Present at cach mecting was either 
Elisha Gray, president of Nineteen 
Hundred Corporation, Mitchell, o1 
LeRov W. Howard, advertising and 


salesmen. 
these mectings werc 
land, Ore., San 
Minneapolis, Des 


geles, 


l'oledo, 


sales promotion manager. On thei 
return the three agreed that the pro 
grams had highly 
Comments on the new line were ex 
ceptionally favorable and response was 
gratifving, Gravy said. 

New Whirlpool products include a 
three wringer-tvpe 
washers, improved automatic washers, 
ind the company’s first electric cloth 


been successful. 


revised SCTICS of 


CS drver 


New Frigidaire 


Reception Room 


IN AN unusual reverse twist that 
sells the sellers,” Frigidaire Division, 
Gene \lotors Corporation, has built 





a new reception room at its Dayton, 
Ohie, general offices that utilizes the 
win selling aids of air conditioning 
and modern design to create good 
will among plant visitors. 

Nearly three times as large as its 
offers 
evervone an opportunity to learn 
ibout the refrigerators, ranges, wash 
crs, alr conditioners, display 
cases, and other products that Frigi 
makes. At the time, 
| sectional divans arc 


predecessor, the new room 


storc 
daire samc 
room chairs anc 


1 chance to 
1, 


prcvided to give visitors 
study the products Icisu~ 

I's 9 1 
phancc 


follows the streamlined 


cheme resembles an 


dealer’s showroom. Basic idea 
‘selling sta 
tions” for product demonstration and 
display, designed by Ravmond Loew, 
for Frigidaire dealers. with medifica 
tions to accommodate the spice and 
In fact, if the 
entire 


room could be easily converted into 


purpose ot the room. 
Fare ture WC removed, the 


sales room. 
\vpvliances are grouped i> 
kitchens in one section. ‘They show 


the diversified preducts that can be 


idapted to various kitchens and in 


clude refrigerators, 


s, and kitchen cabinets and_ sinks 


ranges. water heat 


Scparated from the kitchens bv a gla 
panel is an all-Frigidaive home !aun 
drv with automatic washer, a tomatic 
drver, and electric irone1 

Bevond the laundry id grouped 


around the walls are representative 


comme-cial rcf-igeration and air con 


ditioning products. 





Over-all scheme of the new Frigidaire reception room resembles an appliance 

dealer’s showroom. Frigidaire appliances are arranged in sections through- 

out. In the picture above is a view of the modern reeention desk with a 
simulated kitchen grouping al one side. 
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Norge Distributors 
Meet in Atlanta 


SOUTHERN DEALERS heard optimis- 
tic reports on the future of the ap 
pliance business from top executives 
of Norge Division, Borg-Warnet 
Corp., in Atlanta, recently, at one of 
a series of seven mectings for distribu 
tors held throughout the countrv. 
George P. F. Smith, 
Norge, analvzed_ the 
industrv. 


president of 
trends of the 





(left), viee- 


Underwood 


John A, 


president and director of sales and 


George P. F. Smith, president, 
Norge’ division, Borg-Warner 
Corp., at the dinner held in con- 
nection with the distributor meet- 
ing held recently in Atlanta. 


John A. Underwood, ( esident 
in charge of sales, who also addressed 
the groups, lauded the independent 
system of distribution, terming = it 
“the most economical method of d 


tributing mass-produced produ 


In addition to talks b 


Underwood, both  newlv-appointed 
official new lines of lower-priced 

; : 
Norge clectric¢ Ind ga ranges and 


] ee : oa 
conventional washcrs cre presented 


One of the new products to be fe 


tured is a new. six-cubic-foot refrigera 
tor with the firm’s exclusive uto 
, 
matic defrosting stem. 
Othe Norge >TEPTescn cali ¢ 


i 
sent were H. L. Clarv, director of 
sales: KR. C 
Dean Spencer, manager of refrig¢ 
ae 
t 


: Holbroo 


m sales; H. | 
range sales; EK. J. 


: ee hae ; 
Connell, field man 


of electric 
manager of gas range sales, and Paul 
N. Berner, 
drv equipment sales 

Similar mectings were he i 
Columbus, O.; Chicago; Boston; New 
York; Dallas; and Kansas Cit 


manager of home laun 








Whirlpool Names 
New Distributor 


INTERSTATE Electric company, 1001 
South Peters street, New Orleans, has 
been named distributor for Whirlpool 
home laundry equipment in the Lou- 
isiana and Southern Mississippi area. 

The announcement was made by 
Robert M. Mitchell, sales manager of 
the Nineteen Hundred Corporation, 
St. Joseph, Mich., which manufac- 
tures the Whirlpool products. 

Interstate Electric will handle the 
Whirlpool line of wringer 

automatic washers, 

recently introduced clothes 


entire 
washers, 
and_ the 
dryers. 


1rOners, 


Wonder Art — 
Magicast Displays 


A NEW MeEpIuM for advertising, 
merchandising, display, and decora 
tion creates the illusion of an image 
that follows its audience with. start 
ling persistence. 

Produced by Wonder-Art, Incor- 
porated, 251 W. 57th St., New York, 


N. Y., the new Magicast displays are 


pressed from pre-colored sheets of 
Vinvlite plastic so that the concave 
side is the viewing surface. Seen at 
anv angle from one up to 180 de 


grees, the display appears to ““move’”’ 
or “follow” the viewer 
around. ‘The amazing illusion, ap- 
parent from either side and from 
above or below, is accomplished with 
out mechanics or moving parts ef any 
kind. 


completely 


The new Magicast displays are al- 
ready being delivered in various sizes 
of Santa Claus heads for Christmas 
decoration in stores, hotels, banks, 
restaurants, and other public places 
as well as in the home. Commercial 
application of Magicast is now being 
produced to incorporate the trade- 
marks and promotional campaigns of 
a number of leading national advertis- 
ers, all of whom acclaim it as the 
most revolutionary and eye-arresting 
medium for indoor, window and out 
door advertising vet devised. 

& 

San Antonio, ‘Texas. A 
nity center” electric apphance store 
will be opened in the new Atomic 
Center, now under construction on 
Broadway, by Joske’s of ‘Texas as soon 
as the center is opened. While Joske’s 


‘commu 


has a number of retail outlets sur 
rounding its Alamo 
Plaza, this will be its first venture into 
the San Antonio community center 


ficld. 


main store on 


Danville, Va. With maximum capi 
tal stock of $100,000, Lewis Refrig- 
eration Service, Inc., has been o1 
ganized to deal in electric refrigera 
tors, refrigerating equipment, other 
electrical appliances and equipment. 
W. E. Lewis is president. 


Manassas, Va. Capitalized at $50, 
000, Hibbie’s, Inc., has been organ 
ized to deal in radios, television equip 
ment and clectrical appliances. W. 
F. Hibbs is president. 





The image on this new display medium, Magicast, appears to “follow” its 
audience completely around. Seen at any angle up to 180 degrees, the illu- 
sion is apparent from either side and from above or below. Mass produc- 
tion of these new displays is made possible by Vinylite rigid sheet plastic. 
The displays are adaptable to any image, figure, design, or trademark. 
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Metarie, La. The Console Sales and 
Service Company, Inc., has been char- 
tered here with a capital stock of $20,- 
000 to engage in the sale and servicing 
of all tvpes of electrical appliances. 

a 

Butler, Mo. Ray Entrikin and Law- 
rence Nordyke have opened up a busi- 
ness to deal in a complete line of farm 
and home appliances. 

eo 

Mexico, Mo. Floyd E. Swink has 
opened the Radio Reconditioning and 
Electric Shop at 120 East Jackson St. 
Mr. Swink has had 30 years experience 
in his line and was formerly in Chi 
cago where he operated his own shop. 
He will do radio rebuilding and ser 
ice and television frequency modula 
tion. 


& 

Windsor, Mo. Myron Evans, who 
has conducted a radio repair and elec 
trical business here since 1939 in his 
home, is now in business at 209 South 
Main Street. 

+ 

Greensboro, N. C. J. O. Leonard, 
manager of the Westinghouse Electric 
Supply Company, 209 Walker Ave., 
has announced the opening of a new 
department for dealers and 
Westinghouse owners in this area. 

Mr. Leonard said that Henry Un 
derwood will direct a crew of factory 
trained men who will service radios, 
television sets, toasters, fans, 
and other Westinghouse appliances. 

& 

Raleigh, N. C. Officials of the elec 
trical appliance firm of Walker Mar- 
tin, Inc., have announced plans to 
move the firm’s products and service 
department, the parts department, 
and the commercial section from Ra 


SCTV1ICC 


Irons, 


leigh to Greensboro. 

\ company spokesman said, “We 
have leased a one-story building at 
§27 Raleigh Street in Greensboro, and 
hope to complete the move soon.” 

e 

Idabel, Okla. Brawner and Son 
Mercantile Company has opened a 
merchandise and electrical appliance 
store at 21 West Main. T. L. Braw- 
ner has charge of the eastern division, 
and D. W. Brawner is the traveling 
sales manager for the western divi 
sion. ‘The company’s other store is 
located at 707 East Kirk, Hugo. 

oe 


Spartanburg, S. C. Spartanburg Re- 
frigeration Company has opened at 
282 North Church. 

2S 

Beaumont, Texas. Kojak’s Radio 
Company, featuring radios, refriger- 
ators, electric ranges, and other ap- 
pliances, opened recently at 1087 
Magnolia Ave. 
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Coolerator Ranges 


[HE NEW coolerator range line, 
manufactured by ‘The Coolerator Co., 
Duluth, Minn., includes seven new 
models, three with  push-a-button 
cookery that offers seven exact heats 
for every tvpe of surface cooking. 

The three models which represent 
the top of the Coolerator range line 
ll] have 12-inch control panels with 





built-in fluorescent lighting, auxtlian 
ippliance outlet, and Magic Well-l 
Vator, the unit that’s a giant 2100 
watt surface unit in the up position 
ind a thrifty deep well cooker in the 
down position Hot or cold, the 
Well-E-Vator may be raised or lowe 
ed, and maintains a full kettle of fat 
it proper temperatures for deep frying 
or may be turned low for economical 
immer type cooking 

In the intermediate price group, 
Coolerator will market the Model 
HC-52 Commander, a rotarv switch 
range with deluxe features. 

Range line leader is the Budget 
Model HB-4+5, and two space-savet 
20-inch electric ranges complete the 
line. 


2 
Electric Dehumidifier 


DEVELOPMENT of a new electrically 
powered dehumidifier which elimi 
nates excessive moisture from homes, 
business rooms, a.id storage areas has 
been announced bv Air Appliances 
Co., P. O. Box 5487, Indianapolis, 
Ind. 

Known as “Arid-Aire,” this new 
dehumidifier is especially desirable in 
quarters where unvented gas is used 
as the medium for heat as it removes 
the excessive moisture given off in 








the products of combustion. An at 
tractively stvled cabinet finished with 
] 


ight enamel contains the functional 
members of the device. 

The unit employs calcium chloride 
flakes as the basic dehumidifving 
igent The moisture laden air from 
the room is pulled from the floor area, 
first through a filter bed 
carbon that has become saturated 


ft coarse 


with the calcium chloride solution. 
Chen it passes around a mesh hopper 
containing the flakes. ‘The dehumidi 
fied air is then forced out of the top 
1 motor driven centrifugal blower. 
[he moisture that is extracted from 


the air drops into a drip container 
that is supplied, or can be piped to a 
drain. 

One unit has the capacitv to con 
trol the excess moisture m an enclo 
sure of about 4001 tbic feet volume 


Where the moisture condition is un 
usually bad or the room is larger the 
second unit mav be necessarv. 

The unit comes ready to plug in 
inv convenient outlet on an ordinar 
120 volt house lighting circuit. The 
retail price is $59.95 F°.O.B. Indiana 
polis, Ind. Complete information on 
“Arid-Aire’” dehumidifier may be ob 
tained by writing the manufacturer. 


° 

Aerator Washer 
A NEW AND LARGER model Aerator 
washer has been introduced recently 
by Monitor Equipment Corp., Moni- 
tor House, Riverdale-on-Hudson, New 


York 63, N. Y., designed to sell at 
a retail price of $69.95. 
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This new model has greater wash- 
ing capacity as it will wash up to 50 
per cent more clothes, 5 to 6 pounds 
of dry clothes, yet takes no more floor 
space than the present model. 

The washer has a pulsator or wheel 
turning in the sidewall of a stainless 
steel tub. The pulsator has indented 
fingers that force water and soap 
through the clothes as they are gently 
unfolded and turned by the water 
action. 

Most popular feature of the new 
washer, claim the manufacturers, is 
an electric pump that quickly empties 
the washer. 

° 


Deep Fryer 


\ new electric automatic deep fat 
frver, the “lrvrvte,”” has been announ- 
ced bv Dulane Manufacturing Co., 
8550 West Grand Ave., River Grove, 
Il. 

The frver has a removable handle 
on the basket for case in storing, and 
special drain brackets permit fat to 
drain when the basket is raised. The 





heating clement is integrally cast for 
even heat distribution. 

I'he cold zone at the bottom of the 
cast aluminum well catches all food 
particles. A cover is provided so that 
fat may remain in the unit for repeat 
ed LSC 


7) 
G. E. Cloeks 


Four new General Electric clocks, 
including a mantel chime model, an 
occasional clock, an alarm clock, and a 
kitchen wall model, have been added 
to the company’s line, according to 
the G-E clock division, Bridgeport, 
Conn. 

‘The mantel chime clock, called the 
Chorus, is styled in modern Gothic. 
Westminster chimes sound quarter 
hours and each hour is tolled separate- 
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ly on a deep-toned sounding rod. 
Modern in stvle, the new occasion- 
al Vovageut designed to 
blend with the decor of any living 
room or den. 
The new alarm clock, the ‘Twinkle, 


clock, is 


is also designed for use as an occasion- 
al clock. 


with an ivorv-colored dial, base and 


Its plastic case is maroon 


hands are gold-colored, and the num 
crals are dark brown. 

Stvled to give a built-in appearance, 
the new. kitchen called the 
Dinette, has a slim molded _ plastic 
case available in red, white, green, and 


clock, 


IVOTYV. 


9 
Hotpoint Refrigerators 


\ new cight-cubic-foot refrigeratot 
in the medium price class, and two 
combination refrigcrator-freezers pric 
ed competitively with conventional 
“two-zone” models are being shipped 
to dealers by Hotpoint, Inc., 5600 W. 
l'avlor, Chicago 44, Il. An 11-cubic 
foot freezer, developed to meet the 
demand in rural areas for greater 
freezing capacitv, has also been an 
nounced. 


The EBS is 


a retrigcrator, 
vet is priced in t 
+ 


deluxe 
he medium bracket. 
It has stainless steel shelves, a butter 


conditioner, vegetable and fruit stor 








age, and a porcelain meat pan. 

Phe EFS and EF10 are $- and 10 
cubic-foot 
freezcrs. 


retrigerato1 
Thev have individual stor 
age and freezer compartments with 
separate doors, vet they 
competitively with single door models. 


combination 


are priced 


Growing demand for freezers, par- 
ticularly in larger sizes, has led to the 
introduction of the EK11. It has 
three food baskets on supporting rails, 
a warning light, and a locking latch. 
A separate compartment — provides 
storage space for packaging and wrap- 
ping materials used in freezing foods. 
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Universal Cleaner 


[HE NEW Universal “Budgeteer”’ 
Clean Air -Cleaner has been announ- 
ced by Landers, Frarv & Clark, New 
Britain, Conn. 

Retailing at $49.95, the cleaner is 
in two-toned brown baked ecnamel. It 
features a thread-picking, self-cleaning 
nozzle which picks up thread, lint, 





ind hair. A toe switch climinates 
stooping and bending, and a_ strap 
handle provides casy carrving and lift 
ing. ‘The cleanei 
with six special cleaning attachments, 
and other cquipment includes an 8 


is also cquipped 


foot fabric covered hose assembly, two 
lightweight wands, one carpet nozzle, 
one drapery nozzle, and one radiator 
tool. 

in extra 
vith carr 


deluxe attachment kit 
available at extra cost 


© 
Oven-Temperature Tester 


AN IMPROVED — oven-tempceraturc 
been announced bv the 
Instrument 


tester has 

Nieter and 

the General Electric Company. 
Redesigned for portability and casc 


Div ISIONS ot 


of operation, the device can be used 


by domestic-range installation and 


service men to check the calibration 


of gas and electric oven-thermostat 


indications against actual oven temp 


cratures. In addition, it can be used 


fol production testing of new range 
ovens and for demonstration checks 


on ovens by appliance dealers 


32-inch 


Ihe device consists cf a 





square flange thermo-couple thermo- 
meter mounted in a small leatherette- 
covered case with a compartment for 
storing the thermocouple leads and 
assembly. ‘The thermocouple 
are of color-coded iron-constantan 
wire, five fect long. The welded (hot) 
thermocouple junction is surrounded 
by a radiation shield which prevents 


leads 


radiation errors from affecting truce 
reading. A spring clip is attached fot 
clamping the thermocouple to the 
oven grill. 

The instrument, a 
millivoltmeter, has a sca 


SCTISITIVC d-« 


le range of 0 


to 650 F and a scale length of 2.46 
inches. ‘The accuracy of the instru 
ment and thermocouple at anv set 
point is plus or minus 2!2 per cent 
of full-scale value. 
2 
Apex Cylinder Cleaner 
\ DISPOSABLE paper dust bag is the 
feature of a newly designed evlindet 


cleaner just introduced by Apex Ele< 


trical Manufacturing Company, Cleve 
land, Ohio. Adapted with attach 
ments for 62 houschold cleaning 


tasks, the cleaner itselé weighs onh 


152 pounds. 


Fhe body of the cleanc of light 
weight but durable steel, is finished 
in bright chromium plat th ma 
roon trim. ‘The model is an entireh 
redesigned and improved version. of 
m carlier popular Apex clean 

I'he complete set of tools, also of 
chrome finish with maroon trim, aré 
designed to clean every noo TNICI 
ind furnishing in the ho with 
high-velocity, scaled suction 

Sanitary cleaning of a dust mop 
one of the jobs done cffecti ith 


the new Apex, as well as de-mothing. 
Dust mops an 
IFC Ic ined Wi 


tion floor brush attachment 


d deep nap uphoistel 
th one of the two suc 
the oth 
er adapting itself especially to mat 
tresses and drapcrics. 

Phe exciusive Apex swit dapter, 


vhich permits every cleaning tool to 
swivel and turn, and the famous Apex 
lock-tight construction, are imcorp 
orated in the new cevlinder model 


e 
Du Mont Television 


\ new 12%4-inch console television 
receiver, the “Canterbury,” has been 
introduced recently by Allen B. Du 
Mont Laboratories, 515 Madison 
Ave., New York, N. Y. 

The new receiver features television 
on all channels, on an 85-square-inch 
direct-view picture, and also has full 
range FM radio and a record plaver 
attachment. 

The Canterbury has 25 tubes plus 
five rectifiers, and the cabinet, of 
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Hepplewhite design, is finished in 
lustrous mahogany veneers, and_ is 
272 inches wide, 35% inches high, 
1 20% inches de 
and 20% inches deep. 
8 : 


Electric Unit Heater 
HE scieniiric wind-tunnel design ir 

of the new ‘Thermalink Acroheat elec e 

tric unit heater, manufactured by CG 

Ilectro-Therm, Inc., Silver Spring, ter- 

flow of heated air, resulting in morc a 

uniform heat distribution, according 


to the manufacturer. 
he heating clement is of the safc 
range-tvpe with resistance wire cm 





AS EASY AS ONE-TWO-THREE 














bedded in insulation and then com 
pletely scaled in special, high-temper 
iture metal allov, forming a shock 


oof unit that is highly resistant to 
damage or burnout. 








Other features include — tip-proof 





balancing, stability, and a = durabl 
grav finish that is equally suitable for 





offices or industrial buildings, as well 
is for the home. ‘The fan also serves 





is an effective cooling fan 


Cc g | WHITE’S NEW 
c] , poner be | : ' oat srs PORCELAIN TABLE TOP 
a <t " ll —— br ick ELECTRIC 


models tor { | Vatt SU 


bar a oe “~~? vith o1 without WATER-HEATER WITH 
> - _—* “WATER-HOTTER” 








ie) 


G. E. Teley ision Here’s the way to “close” your 
toughest water heater prospects. Falk 
installation. Point out the speed and 

’ ’ = aes . ai EM ~y 
ner table ind console — television avings they get with Whites new 


SHIPMENTS ‘vo distributo f 
easy-to-install Percelain Table Top 


nodcls has becn imnounced bv Gen Water Heater. And vou've got a sale. 


ral Electric, Svracuse, N. Y. For the White Water Heater cuts 
Features of the n receivers in installation time and expense to the 
Hide built n ntenn in all b it onc bone. You merely jockey it into posi- 
1] Rage tion... and hook it up. That's all 
todel, am er Black Da [ts the simple, easv way to build big 
it” picture tube in four models. volume, greater profits. With White's 
In addition to the new features, the new Porcelain Table Top Water 
} . Heater. 
i¢ ct ¢ 11) ¢ uits u d } previ 

ous G. E. receivers to provide auto SALES! BONUS! WHITE’S NATIONALLY 

natic sound (enabling ¢ ont & ADVERTISED WATER-HOTTER 
tune for the best picture), climinate Here's a White exclusive! It’s the 
lrift ; me. a ji 1 “Water-Hotter .A specially designed 
dp si —— mame We baffle that provides 6.9 more 
erference , ' , Ton-tO-st hot water than utility requirements, 
tion selection without retuning sound Plus loads of other easy-to-see, easy- 
All new receive hay mahogany to-sell White features that mean 


more sales, extra profits for you. 

See them all! Call your White Dis- 
tributor . . . or write White. But 
act now! 


GAS OR ELECTRIC 


r blond korima cabinets, except on 


n plastic. 


Brandnew Gas and 
Electric Models 
“ Complete the Line 
of White Cylinder 
and Table Tops. All 
Water-Hotters. 
See them at your 


distributor's today! 





WHITE PRODUCTS CORPORATION 


Hot Water Specialists Since 1930 
Middleville, Michigan 


Patented 
Copyright 1949, White Products Corp. 








ELECTRICAL SOUTH for DECEMBER, 1949 81 








YUames aud Faces 





George F. Weisenbach, general 
sales manager, Deep‘reeze Division, 
Motor Products Corporation, has an- 
nounced the appointment of Geof- 
frey A. Cook as advertising and sales 
promotion manager of the Deep- 
freeze Division. Mr. Cook succeeds 
R. V. Newbell who was recently ap 
pointed manager, home freezer sales 

Mr. Cook Deepfreezc 


with an outstanding record as an ex 


comes to 





Geoffrey A. Cook 


ecutive in advertising, sales promo 
tion, and as sales representative for 
1 leading national consumer 
zine. He formerly held the position 
of advertising and _ sales 
manager of a leading automotive sup 
ply company for three years, and prior 
to that was advertising manager of a 
large industrial lumber firm serving 
the major appliance companies. 


maga 


promotion 


Announcement of new sales rep 
resentatives for I’catheride cartridges 
and pickups made by the Webster 
Electric Co., Racine, Wisc., includes 
Norman W. Katherinus and Co., 
1218 Olive St., St. Louis 3, Mo., who 
will handle sales to radio parts job 
bers in Eastern Missouri, Western 
Tennessee, and Southern Illinois. 


J. Walter Yarlett has just been 
appointed by Cory Corporation to 
replace James Birchum, who formerly 
covered the states of Texas, Okla 
homa, and Arkansas for Corv Corp 
oration. 

In his new duties, Mr. Yarlett will 
handle all items of the Cory division 
of Cory Corporation including both 


Cory commercial and domestic coffee 


brewing equipment and the Cory 


electric knife sharpener. He will make 
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his headquarters in Houston, ‘lexas. 

In covering his new assignment, 
Mr. Yarlett will operate as a part of 
the newly formed Cory Texas Divi 
sion and will report directly to Harry 
Roehm, Corv division manager, locat 
ed in Dallas, Texas. 


Creation of an entirely new Amer 
ican Kitchens builder sales depart 
ment, with Stanton E. Smalling as 
manager, has been announced by F. 
F. Duggan, general sales manager of 
the American Central Division, Avco 
Manufacturing Corporation. 

Mr. Smalling, who has recent 
American Kitchen 


been in charge of 





Stanton E. Smalling 


sales for the Cleveland area, will now 
make his headquarters at the Ame 
ican Central plant, Mr. Duggan said. 

[he appointment of Joseph E. 
Guertin as administrative assistant to 
Mr. Duggan has also been announced 
by Avco officials. 

Mr. Guertin will co-ordinate head 
quarters administrative details of Am 





Joseph E. Guertin 


crican Kitchens sales departments. 
He is also to supervise market research 
and sales statistical activities. 

Mr. Guertin joins American Cen- 
tral after extensive experience as con- 
tract sales manager and director of 
market research and sales statistics for 
leading appliance manufacturers. 

& 

\ppointment of Bill C. Scales as 

Southern Regional manager for the re 


ceiver sales division, Allen B. Du 
Mont Laboratories, Inc., has been an 





Bill C. Seales 


Walter L. Stickel, na 
tional sales manager. 


Mr. Scales will cover the southern 
part of the country, stretching from 


nounced by 


Dallas, his temporary headquarters, to 


Florida. At the present time his tem 
porarv address in Dallas is at S. H. 
Lynch, 2101 Pacific Street, Dallas 


Du Mont’s distributor in that area. 

Mr. Scales has been connected in 
television sales since the war. IH 
has been prominent in the electrical 
merchandising line since 1936, taking 
time out for army service in the Paci 
fic theatre as 1 Captain m military in 
telligence from 1941-19-46. 

Mr. Scales has begun his new du 
ties alreadv and is in the uuthern 


territory, Stickel said. 
9 
Burman L. Ray, manager of the 
Chatham Electric Company, “Sa\ 


annah’s Good Housekeeping Store,” 
Savannah, Ga., announces the ap 
pointment of W. W. (Bill) Frawley 


as service manager. 
2 


\ppointment of George E.. Simons 
as national advertising manager of 
Crosley Division of the Avco Manu- 
facturing Corporation has been an 
nounced recently. 

Mr. Simons will report to V. C. 
Havens, assistant general sales man 
ager in Charge of advertising and pub- 
lic relations. 

Mr. Simons was formerly advertis- 
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» 


ing manager of major appliances for 

the General Electric Company. He 

joined General Electric in 1930, and 

has also served as advertising and sales 

promotion manager of the company’s 

air-conditioning and x-ray divisions. 
# 

Howard R. Roberts, formerly with 
Whiting Corp., where he directed ac 
tivities of the refrigeration division, 
has been named sales manager of the 
national-users division of Victor Prod- 
ucts Corp., Hagerstown, Md 

a 

Ihe Magnavox Company, Fort 
Wayne, has announced the appoint 
ments of Stewart Roberts as director 
of merchandising and assistant sales 
manager, and Lauren K. Hagaman as 
director of advertising and public rela 
tions. Both positions are new. 

Mr. Roberts was formerly director 
of advertising and sales promotion 
with Bendix Home Appliances, Inc 
Mr. Hagaman since 1945 has worked 
for the Mengel Company as assistant 
director of sales, manager of advertis 
ing and promotion, and style commit 
tee chairman 


Product Promotion 
7 


(Continued from page 71 


tunity to get our name before the pub 
lic,” Hoggard savs “In addition, 
there was alwavs the possibility that 
some of the people who weren’t in 
terested in electric water heaters would 


be prospects tol othet ippliances ind 


the mailings gave our salesman an en 
try into the hom« 

Ihe direct mail pieces used were 
supplied by a manufacturer and the 
Welmont name was rubber stamped 
in the space provided on the cards 


Three different pieces were sent to 
each home on the road, with a threc 
day interval between mailings. Afte1 
the mailings had been completed, one 
of Welmont’s salesmen, E.. T. Stewart, 
was assigned to make calls on_ the 
homes. He did not work Maplewood 
Road exclusively, but sandwiched in 
a few calls whenever he was in the 
rea. All told, it took five weeks to 


complete the campaign, including the 


nine days for the mailing 

In the 65 homes that were occupied 
by their owners and did not have elec 
tric water heaters, 47 people showed 
definite interest. Nine of the pros 
pects actually bought heaters and two 
more had to be turned down because 
of poor credit ratings. In addition,« 
Welmont sold two home freezers, al 
though no particular effort was madc 
to sell appliances other than water 
heaters. 

Finding the space to install the wat 
er heaters was one of the major sales 
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Rainier 


Enters the 


Mayor Appurance Frenp 


A Complete Line of Quality Home 


Appliances, The latest in Design with 
outstanding New Features. 
Refrigerators 

Home Freezers 

Ranges 

Water Heaters 

Clothes Dryers 

Washing Machines 


Cabinet lroners 


Ageressive Distributors and Dealers 


Learn about the Rainier “Greater Profit Plan” ... write today! 





Rainier Company 


UNIVERSITY at E. HENNEPIN 
MINNEAPOLIS 14, MINNESOTA 





See the Rainier Display at 


January Furniture Show 





American Furniture Mart 
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problems which had to be overcome. 
The houses were very compact in de- 
sign, with utility rooms barely large 
enough to accommodate the ecquip- 
ment already installed. Had it not 
been for the co-operation of the plum 
ber and the electrician, Welmont 
would not have been able to sell as 
manv water heaters as it did. “And,” 
Hoggard says, “if there had been suf- 
ficient space for the heaters in the 
homes, we could easily have sold twice 
as many.” 

Table top heaters could have been 
installed in some of the homes, but 
Welmont did not try to sell them. 
The power 
heaters with a minimum of 50 gallons 
capacitv for off-peak storage water 
heating, and the largest size table top 
heater handled by Welmont is a 40 
gallon heater. ‘The Welmont policy 
is that thev would rather lose a sal¢ 
than sell a heater which isn’t large 
enough to. give 
Iwo of the heaters sold were of $2 
gallons capacity, four were the 66 gal 


company recommends 


satisfactory service. 


lon size, and the remainder were 52 
gallon heaters. In all instances, the 


electric water heaters replaced sum 
mer-winter oil furnace hookup 
[he success of this small promo 


tion has convinced Welmont of. thi 








Manufacturers 
Representatives 
Wanted... 


Prepare now for next season's busines 


Air Equipment Co.. manu- 
facturers of the well-known 
Nitecool and Koolmaster 
attic. window and commer- 
cial fans are seeking sales 
and distribution representa- 
tion in the following states: 
California, Colorado, Indi- 
ana, lowa, Kansas. Kentucky, 
Minnesota, Nebraska, North 
Dakota, Ohio, 


Pennsylvania and Tennessee. 


and South 


Air Equipment Co. offers— 
protected franchises — top- 
grade equipment — national 
advertising. Write direct for 
complete information. 


* Reg. Trade-Mark 


AIR EQUIPMENT CO. 
1713, W. Carroll Ave., Chicago 12, Illinois 


55 Years of Experience and Progressive Management 


Established 1894 





value of using direct mail to pave the 
way for salesmen’s calls. And, it has 
convinced them that the electric water 
heater is a good appliance for specialty 
selling. In the first six months of 
this year, Welmont has alreadv sold 
more electric water heaters than it did 
during the entire vear of 1948. Hog 
gard thinks that thev are going to sell 
a lot more vet. 

Will they trv this tvpe of promo 
tion again? “Definitely,” Hoggard 
savs. “We may possibly run another 
one this fall and we certainly will next 
spring. ‘This promotion was a sort of 
a trial run for us and we will be able 
to profit by the lessons we learned this 
time. For one thing, when we tr 
it again we will select an area with 
homes in it large enough to have the 
space to accommodate the heaters 
hat alone should help us better the 


The davs 


of waiting for the customer to come 


showing we made this time. 
to vou are over in this business. It’s 
sc of get out and sell, now, and 
that’s just what Welmont is gon 


} 
ao 


. 
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Easier Credit 


Continued fron page 66) 
ith the original mortgage. Architec- 
tural Forum quotes a favorable New 
Hampshire law as an cxampl 
Anv sum or sums which shall be 
loaned by the mortgagee to the mort 
£ ) t anv time after th xecution 
anv mortgage h itter mae fol 
i i repairs, additions or improve 
ments to the mortgaged premis 
hall be equally secured with and hav« 
th une priority as the onginal in 
tedin¢ ss, to th extent that the g 
te amount outstanding at an 1K 
time when added to the balance duc 
the original indebtedness shall not 
ceed the amount original] ured 
bv the mortgag 
According to \W. J. Parker, counsel 
for the Standard I’cderal Savings and 


Loan Association, Atlanta, additional 
funds advanced on a mortgage have 


rt 


first licn status in the state of Georgia, 


but in the interest of safetv his or 
ganization makes a check of the title 
beforc additional 


sums, even though such a title search 


advancing uch 


is not strictly necessary. 

Electrical appliances properly be 
long to a real estate mortgage, savs 
Mr. Parker, if the prevailing laws re 
cognize them as real as distinct from 
personal property. 

Mr. Parker advocates the insertion 
of a clause in the mortgage providing 
for additional financing as the surest 
means of putting other lenders on 
notice and assuring the lender ot first 
lien status for the additional loan. 


However, in states where first lien 
status is not accorded additional ad- 
vances, oftentimes an expensive title 
search is necessary which nullifies the 
low cost advantage inherent in the 
plan. In some cities, lawvers are able 
to make a quick search at low cost 
through a title and trust company. 

Architectural Forum and Mr. Swan 
ire secking to persuade state legisla 
tures to recognize the advantages of 
the open-end mortgage and support it 
by proper statutes. 

Opponents of the new plan, accord 
ing to Ed Fliles, executive secretar 
of the Georgia Savings and Loan Asso 
ciation, are banks and other lenders 
specializing in short term credit 

\t present many 
vancing supplementary loans on real 


lende1 1r¢ 





estate on the basis of ordinary bus 
ness risks. Where the lendin 
tution knows its borrower personal] 
there is a tendency to relv on | 
ness judgment and not on t ret 


provisions of the law. 


he soundness of additional credit 
for home modernization lies in_ the 
increased value of the security obtain 


d through the loans. Homeowners 


credit risks aft 


1 | { l l lil) 

ments on their own hom« Lhe 
satisfied homeowner is the o1 10st 
likely to pay off his indebt . in 
he Opmnon of manv lend 

Savs the Architectural | 

If edit is understood in its full 

tan to our whole ¢ 
t it iCTC ould ccln 
inteligent wav to empl t than 
t late it to the prime security own 
cd th najority of | S. famili 
house and Jand.” 

This magazine optimist crt 
that this mn credit tool Nis 
I nol to MMNpProve th t ot 
U. S. housing than anv oth ingl 
tcp in the institution f FHA 
nortg MSuUTANCS! " 

Collection Control 
Continued trom page iU 
linquent accounts. Make notation on 
ledger sheet to show that ird has 


been made out, climinating duplicates, 


ind permitting the use of the same 
ids on subsequent past duc sales. 
Date of sale, customer's name, ad 


dress, phone, and terms are marked 
on the past due cards. 

Write collection letters to accounts 
Signify with form number 
the kind of letter written and mark 
on card the date it is to come up for 
That date is at the deal 
er’s discretion. In general, a 10-day 
spacing is effective. If a letter is espe 
cially written, not a form, clip the car- 
bon to the card or file the letter in 


on cards. 


follow-up. 
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a folder for this tvpe of correspond- 
ence so that it can be readily referred 
to if needed. 

Forms or individually typed letters 
belonging to a serics mav be num 
bered, the number placed on the past 


A form 


with 


due card for quick reference. 
folder should hold all 
reference numbers to avoid confusion 
Form letters save time when punching 
up delinquents 
Check the 
active file 


Vhese 


forms 


past due cards in the 


daily against the ledger. 
cards are behind the tab for 
the day. If an account has been paid 
since the last letter, mark 
the card ac nd file it alpha 
beticall 


end 


collection 
ording| 
in the dead file. 
follow-up letter, 


file it awa 


If unpaid, 
nother mark 
] 


the card accordingly, then 


ifter noting thercon the dav vou want 


it to come up for follow-up again. If 


part payment has been made, or other 


, 
linguencv have taken 


changes in the de 


place, note this information on the 
card. 

Each transfer of information from 
th ledge pag t the past duc ird 
is initialed on the ledger page for re 
Ferenc Being a transcript of the 
ledge pag the past auc ¢ ird hould 
grec with its figures If the dealer 

Is gooc 1 some sort of a_ time 

isis, Onlv the past di installments 

placed on rd N tc the cauitfe 
ice between an 1) ount and in 
tallmment basis with svinbol 

I] tl kik ] d n th 

Tic |} 1dCS ncans t u 
prompt follow-up 1] ical date 
thre ird ahead t date he inten¢ 

riting again, then places the card 

behind the numerical tab for the da 

If he writes th lection letter on 

june | ind mt ls following it up 

n June 2 he thie ird hind 
tab 20 in the tickler fik 

If tl ustomecr pa meanwhile, 
th ird 1 killec n the dail heck 
Ip, and filed in the dead file. Dun 
ung a custom ho has alread ud 
ll or irt bil cate unpl int 
ness I his metimes happens when 
inefficient collection svstems arc used 
Once a card goes to the dead file it 
remains there until the customer bi 


comes delinguent 1 on subsequent 


busincss. 


Ihe dealer cannot get a good per 


spective of his collection efficiency un 


less he compiles a monthly analysis 
chart, Form 2, showing past duc 
counts according to age, bad debts 


written off, etc. This gives a quick 


review of collection progress and the 
total dollar value of past due out 
standings. 

Manv dealers lose money, although 
they write collection letters promptly, 
because they have no over-all nicture 


of past due accounts every month or 
so. Assets are inflated because mat, 
listings under accounts receivable arc 
really bad debts and should be written 
off. 

Monthly security, by means of 4 
collection analvsis chart, provides op 
portunity for a quick visualization of 


all past due accounts, thus preventing 


undue delav in taking action on delin 
and telling when 

the credit policy and the methods use: 
in granting credit, which 
continually 


quents to overhaul 
often grow 


lax unless under surveil 


lancc 


Rural Selling 


(Continued from page 65) 


It is natural, then, for him to 
us for home appliances, too.” 

In furnishing the farm plans, th 
company has built up the best of con 
tacts with citv, covnty, and state au 

with tl 


come to 


thorities, and works closely iC 
South Carolina extension service man 
from Clemson College 

I'wo outside salesmen push_ these 


However, Dickson has some 
selling “| 


contacts. 
different 
believed in 


ideas o1 have 


never being a_peddler,” 
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consumer demand for 





REED UNI 





The New Reed 


Be ready for the demands of thousands of home owners whose 


meet every requirement, the Reed Vertical Air Discharge 
Unit has been designed to secure the utmost in simplicity, low 


cost of installation and years of trouble-free service. 


Write for free completely illustrated catalog. 


Attic Clearance 


scharge Attic Fan 


ad ciearance—capitalize on the 


Fans. Available in four sizes to 





T-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave., 


New Orleans 8, La.; U.S.A. 
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he says. “I have considered putting 
a truck on the road full of supplies, 
but believe that our system is better. 
In selling the rural market, you’ve got 
to understand it. And to understand 
it, you’ve got to study it and stay 
ahead of it. Rural selling is seasonal. 
During farming time, the farmer him- 
self is usually so busy that you will 
have to deal with his wife. ‘This is 
the time to concentrate on selling her 
appliances for the home. When the 
dairyman or farmer does come in to 
town, his wife usually comes in with 
him, and buys while she is there.” 

The selling of supplies to this mat 
ket is a repeat business, also. ‘The 
average dairv uses around $150 a 
month worth of replacement parts, 
washing powder, disinfectants, and 
other supplies. ‘This company also 
handles its own service and has a busy 
service department. 

“We have found rural selling to be 
a wide-open field,” Dickson states. 
“Tt doesn’t subject itself to exactly 
the same type of sales promotion as 
is used in the city, and for this reason, 
those who understand this market are 
the ones who sell in it.” 


Ads versus Salesmen 
(Continued from page 64) 


through the newspaper; therefore the 
company advertises weekly, often 
thrice weekly, in the two Charlotte 
dailies, the News and the Observer. 
These papers, says Mr. Snook, have a 
saturated circulation; they sell more 
copies each day in Charlotte than 
there are homes in the city. 

The Snook Brothers advertising dif 
fers from the tie-in type offered by 
manufacturers. It is original and cus 
tom-made for the company by Snook 
himself. Believing in slogans, he uses 
two in all ads: ““Charlotte’s finest ap 
pliance store” and “Buy with con 
fidence at Snook Brothers.” Usually 


a third slogan is employed to sell the 
major appliances: “Backed by the fam- 
ous Snook service.” 

Mr. Snook’s advertising copy re- 
ceives the benefit of his 27 vears in 
business, 12 of which were spent as a 
dealer and the remaining 15 with an 
appliance manufacturer. ‘The latter 
firm, whose products are featured, sup 
plies the art service for his newspape1 
illustrations. 

Each advertisement stresses a single 
theme—such as “A washer for every 
purse and every purpose’’—and_ the 
arrangement in each case allows for 
generous use of white space. ‘The 
name Snook Brothers always appears 
at the top as well as the bottom of 
each advertisement. ‘lhe proprietors 
feel complimented to find other deal 
ers imitating their advertising style. 

Also employed are direct mail, ra 
dio, and television advertising. 

Snook Brothers, using the Char 
lotte Letter Writing Service, send out 
their mail material by first class mail 
to insure greater reader interest. ‘T'o 
each newlywed couple they send an 
engraved invitation to visit the store 
and receive a gift, and to each new 
comer to the city they send a letter 
of welcome with an explanation of 
what the store has to offer. 

Spot radio advertising, which com 
prises 10 per cent of the total adver 
tising expense, has served to make the 
store favorably known, but the Snook 
brothers feel that the radio audience 
in most cases is too divided, there be 
ing eight stations in Charlotte. Tele 
vision, also, has been given a_ trial, 
but results have not been outstand 


ing. 

Russell Snook has little regard for 
merely seasonal advertising. “We do 
not believe in it,” he declares. ““W< 


do no more advertising at Christmas 


than at anv other time, although out 
advertising is different in that we em- 


phasize our small appliances. It is the 
steady, constant use of advertising 
which is effective.” 

To appeal to passers-by on Central 
Avenue, a main traffic artery, and to 
give a good first impression to other 
visitors, the Snook brothers give con 
siderable attention to their window 
displays. Harold Snook, vice-presi 
dent and treasurer, manages the four 
windows, consisting of 90 linear feet 
of display space. An expansion two 
years ago permitted construction of a 
fourth window. 

Having a white brick front, and 
above that a large green and white 
sign visible from nearby Five Points, 
the store attracts potential customers 
during the day and at night, as the 
fluorescent and spot lighting stays on 
until midnight, when a clock turns it 
oft. 

The window 
weekly, achieve attractiveness through 
their simplicity. In one window radio 
and television are always featured, in 


displays, changed 


another ranges and refrigeration. Us 
ually home laundry equipment has a 
special window and the remaining 
window may possibly be designed to 
sell the small appliances. 

As in the newspaper advertising, the 
Snook Brothers do not rely on manu 
facturers to a very great extent but 
have their own show cards prepared 
and design their own windows. Often 
an attractive mannequin is set up be 
side an appliance. 

Although hours are from 9 to 6, 
a television show every night, com 
plete with loud speaker, is offered to 
passers-by 

Word-of-mouth advertising is ach 
ieved, says R. A. Snook, through the 
service and courtesy shown by _ the 
company. 

\ follow-up call after cach major ap 
pliance sale serves to answer question 
ising in the mind of the purchaset 
and to prevent needless service calls. 
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SALESMAN WANTED 


ONE OF THE SOUTH’S OLDEST AND BEST 
KNOWN SUPPLY HOUSES HAS AN OPEN. 
ING IN A PRODUCTIVE TERRITORY FOR A 
SALESMAN VERSED IN ELECTRICAL SUP- 
APPARATUS, AND 
MAN MUST BE SOBER, INDUSTRIOUS AND 
DEPENDABLE. 
BASIS. RIGHT MAN SHOULD EARN $7500.00 
TO $10,000.00. REPLY TO 


BOX 636 ELECTRICAL SOUTH 


806 PEACHTREE ST. N. E., ATLANTA 5, GA. 


APPLIANCES. 


SALARY AND COMMISSION 
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The service department, one of the 
largest in the city, gives authorized 
factory service for several manufactur- 
ers. Service men give each customer 
a form to fill out reporting on the 
courtesy and efficiency manifested, 
and the service men are instructed to 
use cushions to set their tools on 
and to do their own cleanup after 
Cd ‘h iob. 

“We offer service on small appli 
ances at below cost,” savs Harold 
Snook. ‘We don’t advertise this fact, 
but the word gets around and we now 
keep one man busv on this activity 
alone, which we feel is a great builder 
of good will.” 

Interested housewives have taken 
advantage of the Snook Brothers offe1 
to do their laundry free and to carn 
them to and from the store by auto 
mobile. Some of them find the kit 
chen planning service which is offered 
quite helpful 

\ parking lot accommodating 300 
cars is one of the assets of the storc 
and receives mention in the adver 
tising. “‘It is one of the principal rea 
sons for locating our store where it 1s,” 
savs R. A. Snook, “‘as the rent here is 
about as high as downtown.” 

Favorable comment has been re 
ceived on the Snook Brothers trucks, 
all of which have the same _ color 
scheme—a distinctive light grav with 
red and blue letters. 


Volume Builders 


(Continued from page 62 


ception,’ McGniff savs. Zaner has 
the assignment of making 15 cold 
canvass calls a dav, besides following 
up on all prospects. Sometimes he 
has to miss a few calls in order to 
close a deal, but he still exerts every 
effort to make this quota. 

“The best time of dav to sell ap 
pliances is between five o'clock in the 
afternoon and ten p. m. at night,” 
McGriff says, “and there’s no getting 
around that fact.” 

In selling dishwashers, McGriff has 
made use of a number of sales build 
ers that are effective on all appliances. 
He keeps his showroom packed with 
merchandise, and has this means of 
promoting traffic: when he made ar 
rangements for the financing of the 
appliances on installment buying, the 
most important provision of it was, to 
McGriff, the provision that all pay- 
ments on apptiances would be made 
in his store. 

“You can’t over-estimate the value 
of this,” McGriff savs, “We take all 
the trouble of bookkeeping and col- 
lections for no pay, just to get those 
people in the store to make the pay- 
ments. It’s the lead-in to the old 
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Stores and factories, especially those that oper- 
ate under conditions of extreme heat or pene- 
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year round profit making! 
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standby of progressive selling. You 
expose the people to the merchandise, 
along with the friends and acquaintan- 
ces thev bring with them. You keep 
a record of their payments, and get 
all those chances to sell them some 
thing else. 

“We trv to talk people out of buy- 
ing for cash, even if thev have the 
money, just to get them on the books 
for regular trips into the store.” 

Manv of these sales efforts are di 
rected towards city customers, but the 
rural market is also worked by this 
company, and McGriff has a nice in 
troductorv gift for those rural custom 
ers who have just gotten clectricity, 
or those citv customers who are just 
getting the juice turned on in thei 
new houses. 

“To prove what vou can do in the 
rural market,” McGriff savs, ““we knew 
one day when the power company was 
going to cut in 41 new rural custom 
ers with electricity. Our salesman 
went out there that day and_ took 
with him 41 cartons of light bulbs. 
This made a big hit, for practically 
evervone going in a house just getting 
clee‘ticitv forgets to get light bulbs. 
As a result of this, our salesman sold, 
in one day, cight refrigerators, cleven 
electric churns, six electric irons, threc 


ranges, and two washing machines. 

“That should help to prove our 
contention that appliance selling is 
a wide open field. We think it has 
to be geared to the working man. 
That’s one reason we didn’t take de 
posits on appliances when thev werc 
scarce—we tried to place what little 
we had where it was needed, and we 
feel that the policy is paving off to 
day.” 

McGriff has found that paving 
salesmen on a combination salary and 
commission is better than straight 
commission. 

“We need an emplovee here,” he 
says, “who is handy to do whatever 
things we need. On straight commis 
sion, the man feels like he’s in busi 
ness for himself.” 

Ihe location of the present Nc 
Griff store is not in a downtown, 
compctitive retail location, in a high 
rent district. 

“We simply did not feel that it was 
necessarv,” McGriff savs. “We doa 
lot of newspaper advertising, but havc 
always found that our salesmen are out 
best advertisers. We know that out 
success hinges on honest sales effort 
more than anything clse.” 

He maintains a shop, does recondi 
tioning of trade-ins, and finds a big 


market in second hand appliances. He 
makes the most of this, for he knows 
that whatever he can get out of trade- 
ins allows him to give higher allow- 
ances for it on new equipment, thus 
putting him in a better competitive 
position. 


Modern Selling 


(Continued from page 61) 


St. Louis county newspapers, as well 
as the Post Dispatch in the downtown 
St. Louis district. Each will spend th« 
bulk of his time outside, inviting cus 
tomers to come in to look at one ap 
pliance at a time in a separate show 
room, which guarantces that there will 
be no distraction or interference from 
other demonstrations. 

One of the most important depart 
ments is the television theatre in the 
center, which shows 20 sets. ‘Through 
advertising willingness to loan out 
demonstration sets for a period of two 
or three davs, the store has had as 
many as 35 of these out simultanc 
ously. 

Sales for the opening months have 
averaged more than $3,500 a week in 
major apphances. ‘Trade-ins are sold 
in an “outlet store” in a Colored dis 
trict nearby. 
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AUTOMATIC 








CEILING SHUTTER 
FOR ATTIC FAN 


Built so they can be installed practically 
flush with the ceiling, AIRFLO Ceiling Shutters 
present a retined, finished appecrance. Their 
natural aluminum color blends with any dec- 
oration, eliminating need for painting, and no 
grille or winter cover is required. Furnished 
in 5 different widths, single panel up to 73” 
long. No operating mechanism shows. Built- 
in fusible link. Meets fire underwriters re- 
quirements. 


WRITE FOR NEW CATALOG 43-B 
Illustrations and details of the complete AIR- 
FLO line. 


Air Conpitionnc Propucts Co. 
2340 W. LAFAYETTE BLVD. 








DETROIT 16, MICH. 


is your best buy! 


Wherever healthful, efficient, economical ventilation is 
important—at home, in factories, restaurants, laundries 
—Signal Vent Fans are your best buy. Signal offers a 
wide variety of job-tested models, backed by 57 
years of fan-building experience. 3-speed controllers 
and automatic, weather-proof shutters available on 


all models. 


FEN 
ena 
Menominee, Mi higon 
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Phone your nearby Signal Supplier 
or write for FREE catalog today! 
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of greater sales opportunities 
( ( for profit-minded dealers .... 
( of greater value and satisfaction 
| for fan customers... . 
of a new program to help you 
| sell more fans. more profitably! 
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‘ | For full information on 
4 = 2 America’s No. 1 Fan Franchise 


see your Coolair distributor 
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Right here, in these two buildings, you'll find the very 
latest products and ideas for heating, ventilating and 
conditioning air in every type of building. More than 
200 exhibitors and their technical staffs will be on hand 
to discuss and demonstrate the most economical. ef- 


ficient and durable installation for all purposes. 


No industrial or consulting engineer, manufacturer, 
contractor, distributor, building owner or operator ean 
afford to miss this chance to get new business-building 


ideas, make new contacts, see new products. 


So make plans now to attend this most instructive, 
valuable exposition ... and bring your associates. 


Management International Exposition Company 
Grand Central Palace, New York 17, N. Y 
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THE PRODUCT AND | THE PROFIT IS 
PRICE ARE RIGHT HANDSOME, TOO 
Start planning now for 1950! Next 
year’s line will be better than ever 
before. Be sure to see the Dominion 
Line of sparkling, pace-setting 
appliances at... 
1] 4 SPACES 220-222 
| ® NATIONAL HOUSEWARES SHOW 
a CHICAGO'S NAVY PIER - JAN, 19-26, 1950 
AVAILABLE THROUGH REPUTABLE DISTRIBUTORS ACROSS THE NATION 
DOMINION ELECTRIC CORPORATION ¢ MANSFIELD, OHIO 
ELECTRICAL SOUTH for DECEMBER, 1949 91 














30W28 TWO SPEED 


WINDOW FAN. 
Dimensions: 30x 30” | 
mensions: i 
P| | 
| 48” ATTIC — =. 


| BASEMENT EXHAUST | 
|) Westinghouse or G. E. 

Motors. Available in 2 or 34 

HP. 8 speeds. Free Air Delivery: 

V2 HP: 12934 — 18526 CFM List $175.80 


wl | 34 HP: 13506 — 19350 CFM List 204.85 
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Phone CRescent 1711-2. _ 1591-1621 DeKalb Ave., 7. E. Atlanta 6, Georgia, U.S.A. 
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Features Added to Magnetic Starter Design 
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Write for Bulletin 8539, SQUARE D COMPAN 
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Now, to make your specification job easy 
and sure, General Electric offers free a 
new switch and outlet box chart. A quick 
glance tells you the outlet, switch or util- 
ity box that’s right for your wiring job. 
This new chart gives number of con- 
ductors, by wire size, permitted by Code 
regulations for various sized boxes. Also, 
as a handy guide when reading or laying 
out building plans or wiring diagrams, 
we've included that section of the Na- 
tional Electrical Code covering box sizes. 


To get your free ‘copy, see your 
G-E Construction Materials distributor, 
or fill in and mail the coupon below. 


on oe oe ee oe ee oe oe os oe oe «ween en oe ee ee es ee oe 
Section C29-1224 

Construction Materials Department 

General Electric Company 

Bridgeport 2, Connecticut 

And, don’t forget that your General Electric Construction 
Materials distributor carries a really complete line of conduit 
products. On your next order, why not try the time-saving, 
“one-stop, one-package” service he can offer? Because he 
carries the complete General Electric Conduit line you can 
order every item you need from him. It’s the kind of service 
busy contractors need to help stretch scarce working hours. 


Please send me a free copy of your new Switch and Outlet Box Chart. 
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GENERAL @@ ELECTRIC 


ELECTRICAL SOUTH for DECEMBER, 1949 








